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HANDY PIPE 


‘‘And Everything Needed In The Installation 
Of Warm Air Furnaces’’ 


F. MEYER & BRO. CO. 


PEORIA ILLINOIS 
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Correctly fo- 


portant this is. 


Provision for 
HOT WATER 
for domestic 
purposes. 
Heater easily 
and quickly in- 
stalled—not an 
ordinary pipe 
coif. 


14” by 17° io 
size. Areal 
feature. 


lndividually 
ground 


assure perfect 
contro! of fire. 


FReWER Pomme 


HEAVY STEEL CON- 
STRUCTION OF VITAL 
PARTS. NO JOINTS to 
LEAK SMOKE and GAS 


into living rooms above. 
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WELDED SEAMS make 
gas and smoke leakage im- 
possible, No cemented 
joints to require tearisig 
down furnace every few 
years. 





SHAKER PORTS CLOSE 
WHEN SHAKER IS RE- 
MOVED, and grates are 
always automatically in 
correct position. 


LARGE ASH PIT DOOR 
and DEEP, ROOMY ASH 
PIT. Ashes easily removed 
ani no dust in basement 
when shaking grates. 
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The COM- 
BINATION 
CLEAN - OUT, 
Check Damper 
and Smoke 
Outlet, clearly 
shown on fore- 
going page. 


ter combustion 


~—another coal- 
saving feature. | 
Sete 


The EXTRA 
LARGE CAS- 
ING and the 
Double LEA 

PROOF CA 

ING RINGS 
are Exclusive 
WEIR features. 
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DIGGING IS WHAT BRINGS RESULTS 


They tell a story about an old Irish miner 
who abandoned his claim after digging to a 
certain depth. Another man came along, dug 
two feet farther and struck a bonanza. 

Hearing this the Irishman exclaimed, “I will 
never abandon a claim again until I have dug 
two feet deeper.’ 

Digging is what brings results. 

There are hardware dealers who quit dig- 
ging for business in 1920 and have been wait- 
ing for the much talked of “normalcy” to re- 
turn, so that they might commence digging 
again. 

And right in the same communities there 
are merchants selling hardware—tools, house- 
keeping utensils, kitchen ranges, electrical 
supplies and appliances, automobile accessories 
and all the other articles classed as Hardware 
—right straight along and whose balance 
sheets show up favorably as compared with 
the so called normal pre-war period. 

They did not quit looking for business. 
They knew that in all probability there would 
be less than usual in their territory, but they 
made up their minds to work just that much 
harder to develop new avenues for trade, with 
the result that not only are they securing more 
than their usual proportionate share of what 
business there is, but many articles which 
were not thought of as “regular hardware’ 
are now sold by these aggressive hardware 
merchants. 

That is one reason why reports on retail 
sales are “spotted” and to a degree unreliable. 
One dealer may reply to an inquiry that farm- 








ers are not buying, while another dealer in the 
town will say that his business with 
farmers is up to the regular. Both may be 
right, so far as their own individual judgment 


same 


is concerned. 

But the outstanding fact is that the mer- 
chant who is “on the job”—always working 
toward the development of new trade—is 
making enough extra sales to justify his extra 
effort. 

The same holds good with the manufacturer. 

There are many cases in the latter class 
where losses were shown for 1921, but if the 
manufacturer made a real effort, his financial 
statement for that period shows up better 
than the statements of the manufacturers who 
waited for “normalcy.” 

It is of interest to note in this connection 
that a hardware merchant selling 
methods have been described at length in this 
publication and who did a business in 1921 of 
nearly $175,000.00 in an Ohio town of 1,700 
people, has selected fifteen lines which he will 
push especially hard in 1922—all of these fif- 
teen lines being heavily advertised in some 
form by the manufacturers and mostly by 
localized advertising—booklets, local news- 
paper ads, personal letters, etc. 

Get to digging. 

Your digging will bring you good results. 

But bear in mind that, the bonanza is not 
at the end of the first shovelful. 

In other phrase, don’t abandon your adver- 
tising and various sales efforts. 

Keep on digging. 


whose 









14 AMERICAN 


ARTISAN AND HARDWARE 








Random Notes and Sketches. 


By Sidney Arnold 




















HE farthest north in cold- 

blooded efficiency is narrated 
of a banker by Frank I. Eynatten 
of Peoria, Illinois, secretary Illinois 
Auxiliary, as follows: 

The newly elected president of a 
banking institution was being intro- 
duced to the employes. 

He singled out one of the men in 
the cashier’s cage, questioning him 
in detail about his work, etc. 

“IT have been here forty years,” 
said the cashier’s assistant, with 
conscious pride, “and in all that 
time I only made one slight mis- 
take.” 

“Good,” replied the 
“Let me congratulate 
hereafter be more careful.” 


president. 
you. But 


George B. Carr of Carr Supply 
Company, Chicago, Illinois, tells of 
two women who were meeting for 
the first time in two years. 

“Why,” gushed the first, who had 
in the past been on not too cordial 
terms with the other, “I never 
thought you would recognize me— 
it’s been so long since we met.” 

“My dear,” replied the other, “I 
had no difficulty whatever. I re- 
member the hat distinctly.” 

i. ow 

C. G. Barth of Rehm Hardware 
Company, Chicago, sends me this 
clipping to show that hardware 
dealers have no monopoly of the 
world’s troubles : 

“I’m sorry, madam,” said the 
grocer, “but I haven't any white 
turkeys. Won't any other kind 
do?” 

“Decidedly not,” was the weary 
answer of Mrs. Newmarrie, who 
had been hunting the whole morn- 
ing for a satisfactory holiday bird. 
“Neither my husband nor myself 
can eat anything except white 
meat.” 

<6 3 

Forty-seven years ago a chunky, 
red-cheeked youngster was born to 
whom the name of Loyd was given, 


his parents bearing the patronym 
of Scruggs. 


In the years that have gone by 
Loyd has lost none of the kicking 
qualities that he developed during 
his period of swaddling clothes, but 
he has trained them along specific 
lines—particularly in the matter of 
selling kitchen ranges, and it is only 
fair to say that with all due respect 





Leyd Scruggs. 


to the splendid cooperation he is 
receiving from his staff of associ- 
ates, the great success he has made 
as a manufacturer of kitchen ranges 
the greater portion of credit is due 
to his seemingly inexhaustible en- 
ergy and ingenious faculty for ac- 
complishing the apparently impos- 
sible. 

I am sure that those of my 
friends who have the good fortune 
of knowing Loyd Scruggs will join 
me in wishing him many a return 
of his birthday and_ continued 
growth of his business. 


* 


They used to know something 
about ale and kindred beverages in 
Milwaukee in the olden days. 

Hence, says Henry E. Schwab, 
vice-president and secretary of R. 
J. Schwab & Sons Company, Mil- 
waukee, Wisconsin, there seems to 
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be a modicum of truth in the syb- 
joined narrative: 

A student had a barrel of ale de- 
posited in his room, contrary, of 
course, to rule and usage. He re- 
ceived a summons to appear before 
the president. 


“Sir, I am informed that you 
have a barrel of ale in your room,” 
said the latter. 

“Yes, sir.” 

“What explanation have you to 
make ?” 

“Why the fact is, sir, my physi- 
cian advises me to try a little each 
day as a tonic, and not wishing to 
go to the various places where the 
beverage is retailed | arranged to 
have a barrel in my room.” 

“Indeed! And have you derived 
any benefit from the use of it?” 

“Oh, yes, sir. When the barrel 
was first taken to my room I could 
scarcely lift it. Now I can carry it 
easily.” 

D. E. Cummings of the Chrago 
office of the Thatcher Furnace Com- 
pany narrates this amusing story: 

In a certain house there dwells a 
maiden aunt who fancies that ev- 
eryone’s hand is against her, not- 
withstanding constant assurances to 
the contrary. 

Not long ago the spinster, in a 
particularly disconsolate mood, said 
to the man of the house: 

“Well, Henry, I shall not be a 
burden and a nuisance to you much 
longer.” 

“See here, aunt,” he replied im- 
“You mustn't. talk that 
well you 


mediately. 


way. You know very 


will.” 


Less of Me. 


Let me be a little kinder, 

Let me be a little blinder 

To the faults of those about, me; 
Let me praise alittle more; 

Let me be when I am weary 
Just a little bit more cheery— 
Let me serve a little better 
Those that I am striving for. 


Let me be a little braver 

When temptation bids me waver. 
Let me strive a little harder 

To be all that I should be: 

Let me be a little mecker 

With the brother who is weaker. 
Let me think more of my neighbor 
And a Ettle less of me. 


Paul Elder. 
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The Latest News About Stoves and Ranges 


Items and Discussions of Interest to the Manufacturer and 
Retailer of Kitchen Ranges, Heating Stoves and Accessories. 


You Can Sell Stoves to Couples 
Starting Housekeeping. 

New homes are starting almost 
every day of the year. 

The young couple that has been 
living with the bride’s parents have 
flat over 


rented the second story 





HARDWARE Stoves! Stoves! 


=| STANDSHARDWEAR | COAL AND GAS RANGES 


3 = “ Heating and Bath Room 
| IBS > Stoves. 











Come mu and see us before 
you buy. We have the stove 
vd vou want at the right price. 
Also a complete line of 
Hardware and Paints. 











bbb 


ON THE SQUARE 


The Wm. E. Miller Hwde. Co. 




















South Side Square 





Advertisement of The Wiliiam E. Mil- 
ler Hardware Company, Reproduced 
From the Newark Tribune, 
Newark, Ohio. 


Jim Blair's and are going to move 
in around the first of the month. 

They need a stove, of course, for 
the kitchen. 

You can sell that stove to them 
if you take the trouble to do so. 
Just advertise yourself and your 
stoves to that young couple. 

Incidentally, there are scores of 
other people who are now, or soon 
will be in need of a stove or range, 
and you have got to let them know 
that you are ready to take care of 
their wants. 

Here is the way the William E. 
Miller Hardware Company of 
Newark, keeps the thought 
of stoves in the minds of prospec- 


(hio, 


tive customers. 

This is a reproduction of their ad- 
vertisement from the Newark 
Newark, Ohio. In_ the 
measured 4% by 4 


Tribune, 
original, it 
inches. 
You probably can do better than 
The William E. Miller Hardware 
Company. 
That’s the way we make progress 


-by doing better than the other 
fellow. 

If you are carrying a standard 
line of stoves and ranges, mention 
the name of the line in your adver- 
tisements, and don’t be afraid to tell 
the people about prices. 

They 
you tell them, 


want to know, and when 
you go a long way 
toward gaining their goodwill by 
your —— and frankness. 


Oil Burner and Wick 
Are Patented. 

Lee S. 
Ohio, assignor to The Cleveland 
Metal Cleve- 
land, Ohio, a Corporation of Ohio, 


Chadwick, Cleveland, 


Products Company, 
has obtained United States patent 
rights under Nos. 1,403,010 and 1,- 
405,488 for an oil burner and wick 
Pdi Be 
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described and illustrated herewith: 
In a burner of the character de- 
scribed, the combination of 


and: outer wick tubes in eccentric 


relation to each o:her, a wick in the 


space between said tubes, and wick 
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————— 


ner 


moving means operating on the out- 
er side of the wick in opposed rela- 
tion to that portion of the inner 
wick tube that is nearest the outer 
tube. 

The combination of a wick and 
carrier, the carrier having attaching 
means, and attaching devices car- 
ried by the wick for separable con- 
nection with the attaching means of 
the carrier. 


Patent Rights Are Granted 

for Ocen. 
Under No. 

states 


granted to Herbert FE. 


United 
been 
Coons, Har- 


1,403,012, 


patent rights have 




















pursville, New York, for the oven 
illustrated and described as follows: 

In combination with an oven hav- 
ing a solid bottom, root and side 
walls; of a shelf integral with said 
walls and spaced from said bottom, 


said shelf having radial. 


You Are Entitled to a Living 
from Your Business. 
In his efforts to increase sales. 


the business man of today has— 


more or less unwittingly—led the 
people to believe that they have a 
right to bargains. 

l‘or the good of all concerned, it 
would Fe well to return to the old- 
fashioned policy of educating cus- 
tomers to seek money's worth on all 
goods bought rather than to expect 
reductions of prices which are un- 


reasonable and ruinous. 


You can't tell what a boy learns 
at college by the amornt it costs 


his father. 
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Events and Progress of the Hardware Trade. 


What the Retailers, Jobbers and Manufacturers Are Doing. 
Latest Selling Methods and Experiences of Successful Men. 


Urges Attendance at Hardware 
Manvfacturers’ Convention. 


Realizing the need of cooperation 
through clear understanding of con- 
- ditions and tendencies, Isaac Black. 
president of the American Hard- 
ware Manufacturers’ Association, is 
sending a letter to all the members 
urging their attendance at the joint 
convention of the manufacturers 
with the Southern Hardware Job- 
bers’ Association, April 18, 19, 20 
and 21, in New Orleans, Louisiana. 

“We are all fully cognizant of the 
conditions that have obtained dur- 
ing the year 1921,” he writes, “‘and 
the situations that have occurred 
between the manufacturer and his 
distributors in meeting a liquidat- 
ing market, which many times have 
necessitated, in order to maintain 
his distribution through regular 
channels, profits that he, as a man- 
ufacturer, is entitled to. 


“At a meeting of the Executive 
Committee of the Southern Jobbers’ 
and Manufacturers held in New 
York in January, it was very ap- 
parent that, generally speaking, 
stocks in the hands of Southern 
Jobbers and Retailers alike had been 
liquidated to the point where it was 
necessary and essential to purchase 
goods, and which de rand would be 
more or less general due to the fact 
that practically all stocks had been 
liquidated evenly on standzrd_sta- 
ple goods through their process of 
trading during the last year of liqui- 
dation. : 

“I think in the interest of the 
individual members of our Associa- 
tion and their business relations 
with Southern Jobbers, and the fact 
that it is three years since a Con- 
vention has heen held in the far 
South, that we should make every 
effort to have as good an attendance 
as possible.” 


By Connecting Your Advertisement with Some 
Timely Topic or Event You Attract Notice. 


A Very Good Example of This Sort of Publicity Is Given 
in the Advertisement of the Chillicothe Hardware Store. 


WING to the exhaustive ac- 

counts in the newspapers, peo- 
ple everywhere have more or less 
vivid images of great battleships 
being dismantled and reduced to 
heaps of junk. 

For weeks at a time, the I[nter- 
national Conference for the Lim- 
itation of Armaments has occupied 
the front page of practically every 
newspaper in America. 

During at least half of that 
period, it dominated the public eye 
in the leading headlines of the first 
page. 

Furthermore, the nations of the 
world are weary of war. 

Their fine upstanding men were 
mown down by the grim reaper of 


the battle harvests by the millions. 

There are not many homes left 
untouched by the tragedies of the 
great world conflict. 

Therefore, the Conference for 
the Limitation of Armaments had 
ready entrance to the sympathies of 
the folk. There is scarcely any 
topic of current interest which has 
greater timeliness than this matter 
of limitation of international arma- 
ments. . 

The retail merchant who is al- 
ways on the alert for some opening 
through which he can gain the 
quickest passage to the imagination 
and emotions of the people, seldom 
fails to connect his publicity with 
the things which are uppermost in 


the mind of the nation, or the state, 
or the neighborhood. 

There is a cogent timeliness in 
the advertisement of the Chilli- 
cothe Hardware Store, reproduced 
herewith from the Scioto Gazette, 
Chillicothe, Ohio. 

This firm makes use of the de- 
sire and fancy uppermost in the: 
thoughts of all people. 

Without undue straining of the 
appropriateness of the connection, 
the Chillicothe Hardware Store 
links its advertisement, featuring 
price reductions, with the achieve- 
ments of the International Confer- 
ence for the Limitation of Arma- 
ments—and does so simply, natur-" 
ally, and concisely in the sentence 
beneath the illustration, namely: 

“The United States, Britain, 
Japan, ete., scrap their warships. 
We are scrapping hardware prices.” 

The two top lines of the adver- 
tisement with the drawing of the 
graphic suggestion of a _ bursting 
bomb are immediately effective in 
the speed with which they convey 
that idea to the eye of the reader. 

There are no complicated details 
in the drawing. The suggestion is 
enough. 

The sensationalism of the illus- 
tration and big display type of this 
advertisement are amply justified in 
the text by price reductions, which 
are manifestly great enough to be 
considered distinctive bargains. 

This advertisement of the Chilli- 
cothe Hardware Store is repro- 
duced here not merely to show how 
an enterprising hardware firm 
makes good use of the factors of 
timeliness in its publicity, but in 
order, also, to accentuate the value 
timeliness for 


of this factor of 
every retailer who wishes to carry 
on gainful publicity. 

While it is true that this particu- 
lar advertisement may be an ex- 
treme: case of unusual timeliness, 
nevertheless there is in every neigh- 
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borhood, in every city, and in every 
state, some particular event or 
movement or group of images 
which for, the time being, occupy a 
place of prominence in the fore- 
ground of public consciousness. 
3eyond cavil, the first thing 
which an advertisement must ac- 
complish is to attract and hold at- 
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The U. 2 Britain and Japan Ele. Serap Their Warships- 
- We Are Scrapping Hardware Prices 





Harness Down-- 
Buy Now! 


TEAM WORK HARNESS 
Complete set Chain Harness, 
Bridles, Lines, Traces, Hames, Back- 
bands, Choke Straps, Breast Straps, 
Japanned and Spotted Trimmings. 


NEW LOW 1922 $32.50 


PRICE ..... 
Special—AU Leather 


Thong Sewed, Hair 


Faced. $5.00 





AMERICAN 


ARTISAN 


picnic, or some unusual 
happening, etc. 

The thing to do is to get individ- 
uality into your copy—and to do it 
in such a way as to gain the notice 
of the prospective customer and 
hold that notice long enough to put 
across your selling message. 

The advertisement of the Chilli- 


or a storm, 









Roofing 
Prices Down 


No. 1 Sentinel 952 per roll 
(108 Sq. Feet). 
No. 2 Sentinel $1.20 per roll 
(108 Sq. Feet) 
| No. 2 Guard $2.00 per roll 
(108 Sq. Feet) 
No. 3 Guard $2.40 ger roll 
(108 Sq. Feet) 


Major Red Slate $2.50 per roll 


(108 Sy. Feet) 
Cerified ' slab chingles, 
per .quare .. $6.00 











| RS EORTC NED 
Prices and Samples of 1922 Clover and Timothy Seeds 


The Chillicothe 


Hardware Store 





Distinctive Advertising of the Chillicothe Hardware Company, Reproduced from 
the Scioto Gazette, Chillicothe, Ohio. 


tention long enough to deliver its 
message. 

Wherefore, it becomes of prime 
importance to make use of such 
contrivances of type or ideas as will 
advertisement to stand 
from the 


cause the 
out clearly and sharply 
mass of other publicity in the news- 
paper. 

It will not be difficult for the re- 
tailer to find a sufficient degree and 
number of such factors of timeli- 
ness for use in his particular loca- 
tion. 

It may be some striking motion 
picture which has gained popular- 
ity in the neighborhood, or a big 


cothe Hardware Store is worth 
your serious consideration. 

You don’t have to imitate it, but 
you can get many resultful sugges- 
tions from it for your own adver- 
tising. 





Get Acquainted with 
Your Neighbors. 


The fellow living next door to 
you is just as likely to become your 
customer as the man living a mile 
away from you. 

Get acquainted with him and find 
out his needs. 

Let him know that business and 
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friendship are harmonized every 
day in your store or shop. 

Never neglect an opportunity to 
fight the mean, cynical, hurtful ideas 
which are implied in the expres- 
sion, “Business is business.” 

Adopt the opposite phrase : 
ness is service.” 


“Busi- 


In your dealings with your 
patrons emphasize the basic truth 
of every big commercial success, 
namely, that “business is friend- 


ship.” 





Sells Machines and Tools by 
Aid of AMERICAN ARTISAN. 
To AMERICAN ARTISAN AND Harp- 

WARE REcorRD: 

I wish to thank you kindly for 
your aid in selling in record time 
through your classified advertising 
page the machines and tools which 
we offered for sale. 

Yours truly, 
G. W. MEISENHOELDER. 
——, South Dakota, March 4, 1922. 





Bring Your Mailing List 
Up to the Minute. 

An effective mailing list is a good 
deal more than a mere collection of 
names and addresses. 

It is a brief but reliable summary 
of all the important sales facts 
about prospective customers. 

In order that it may be used to 
the best advantage, it should be kept 
strictly up to the minute. 

For example, in your mailing list 
is a card for John Smith. 

On that card should be written 
everything about John Smith and 
his family which can be made a 
means of selling goods. 

If he has children, put down their 
ages, etc. 

Perhaps his boy belongs to the 
Boy Scouts. 

If so, here is a prospect for Boy 
Scout equipment. 

Follow this idea into every other 
detail which may result in sales. 





To the ambitious salesman every 
customer is an opportunity and ev- 
ery opportunity something to be 
made profitable. 
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Suggestions and Plans for Window Displays. 


Instructive Examples from Exhibits in AMERICAN ARTISAN 
AND HarpwaRE ReEcorD Window Display Competition. 


USES MOVING OBJECTS 
IN WINDOW DISPLAY. 


Things in motion attract atten- 
tion more readily than objects at 
rest. 

This principle may be used to 
gainful effect in window advertis- 
ing. 


The foreground was used to dis- 
play merchandise and changes of 
goods were made daily. 

“lor instance,” he writes, “one 
day, cutlery; next day, sporting 
goods were shown. At the time 
the photograph was taken kodaks 
and photographic supplies were on 
display. 


& 


as men, horses and wagons, at- 
tached to endless belts, constantly 
move across the bridge, mines. and 
inclines. 

“The best feature of all was an 
imitation of Howing water under the 
bridge, which unfortumitely can not 
be seen in this photo. 

“This illusion was accomplished 


a 











Window Display With Background Having Movable Objects, Devised and Arranged by M. G. Cottier for the Murphy- 
Maclay Hardware Company, Great Falls, Montana. 


A strong example of its applica- 
tion is furnished by the window 
display shown in the accompanying 
picture. 

This display was devised and ar- 

Cottier for the 
Hardware Com- 


ranged by M. G. 
Murphy-Maclay 
pany, Great Falls, Montana. 

As described by Mr. Cottier, the 
miniature background of this dis- 
play had many moving objects made 
ent'rely by Mr. Cottier. 


“This is a winter evening scene, 
the general color scheme being 
ereen, white, and red. The minia- 
ture buildings were made of wood, 
and constructed to represent several 
of our local industries. 

“All windows in the buildings 
were cut out and covered with vari- 
ous colors of tissue paper, and ik 
luminated by electric lamps in each 
building. 

“Various miniature figures, such 


by using draftsman’s tracing cloth 
under which was a revolving tin 
cylinder with oblong perforations. 
As this cylinder revolved it cast re- 
flections on the tracing cloth, giv- 
ing the appearance of moonlight 
ripples on the water. 

“The upper background was made 
of evergreens, in which were con- 
cealed colored electric globes, giv- 
ing beautiful color effects.” 

There is a helpful suggestion in 
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what Mr. Cottier says about this 
window display. 

Usually, a background loses its 
power of contrast from being too 
long in place. 

Even though new goods are dis- 
played against an old background, 
it is likely to become monotonous 
and, therefore, to fail in attracting 
and holding the attention of the 
passer-by. 

But with such devices as Mr. 
Cottier used in the window display 
under discussion, the background 
can easily be made to present a dif- 
ferent aspect every day and, conse- 
quently, to exert the influence of 
novelty so necessary in gaining no- 
tice from the people who look at 
the window. 





Window Display Competition Is 
Nearing End of Term. 


Just a few days more than a 
making en- 


ARTISAN AND 


month remain for 
tries in AMERICAN 
HARDWARE Recorp Window Dis- 
play Competition. 

So, if you have been putting the 
thing off under the impression that 
you still have plenty of time in 
which to prepare the prize-winning 
window exhibit, you would better 
take thought of the one hundred 
and one different things that you 
may have to do in the next 30 odd 
days. 

Perchance, you won't have as 
much time as you were figuring on 
having. to get a good window dis- 
play in place and photograph it. 

That is why you are urged to 
take no chances and prepare a win- 
dow display at once. 

Write a brief description of the 
display, telling how it was arranged, 
what kind of a background it had, 
etc. ; 

You don’t have to do any fine 
writing, or bother much about the 
construction and grammar of the 
sentences. Just put down the ideas 
and facts. 

When you are preparing the win- 
dow display, try to keep in mind 
that you are in friendly competition 
with many other retailers in this 


AMERICAN 


ARTISAN AND HARDWARE 


contest, and let that be a stimulus 
to you to do your best work. 

Read the regulations covering this 
window display competition. Here 
they are: 

Award of Prizes. 

The prizes will be awarded a: 
follows: 

First prize, $50.00 in cash, fot 
the best photograph and description 
received of window display of hard. 
ware or kindred lines. 

Second prize, $25.00 in cash, for 
the photograph and description sec- 
ond in merit. 

Third prize, $15.00 in cash, for 
the photograph and description 
third in order of excellence. 

Fourth prize, $10.00 in cash, for 
the photograph and _ description 
fourth in degree of worthiness. 

Conditions of Competition. 

The conditions of the competi- 
tion are as follows: 

The photograph must be accom- 
paniea by descriptions of how the 
window displays were arranged and 
the materials used. 

The description is important and 
hence should be adequate. 

These photographs and descrip- 
tions may be sent by mail or ex- 
press, charges prepaid, and must 
reach this office not later than 
April 15, 1922. 

Address all photographs and «e- 
scriptions to AMERICAN ARTISAN 
AND HarpWARE Recorp Window 
Display Competition, 620 South 
Michigan Avenue, Chicago, Illinois. 

Each photograph and description 
must be signed by a fictitious name 
or device and the same name or de- 
vice must be put in a sealed envel- 
ope containing the real name and 
address of the contestant. 

This sealed envelope is to be en- 
closed with the photograph. 

Contestants are permitted to en- 
ter as many photographs of displays 
as they please. 

You may enter window display 
photographs of general hardware. 
machinists’ supplies, builders’ hard- 
ware, automobile supplies, sporting 
goods, fishing tackle, house furnish- 
ings, cutlery, dairy supplies, stoves, 
ranges, warm air heaters, sheet 
metal, or kindred lines. ; 
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A Competition Connnittee of 
three will be appointed. 
One of them will be 
window dresser aud one an experi- 


all eNpert 


enced hardware man 


This committee will pass upon the 
merits of all photographs and de- 
scriptions received, without know- 
ing the names or addresses of the 
senders, and will decide the winner: 
of the competition. 

AMERICAN ARTISAN AND Hakp- 
WARE RecorD reserves the right to 
publish all photographs and descrip- 
tions submitted. 


Makes Desiratle Connections 
Through AMERICAN ARTISAN. 


To AMERICAN ARTISAN AND 
HARDWARE RecorD: 
| am pleased to state that through 
your classified advertising | have 
made desirable connections with a 
hardware firm doing a fine business. 
| thank you. 
Yours truly, 
Fr. E. Witk 
Indiana, March 6, 1922. 


Blind Negro Sets Example of 
Enterprise to Business Men. 


From hod carrier to telephone 
line Owner in six years is the rec- 
ord of a blind negro in Oklahoma, 
according to The Daily Oklahoman. 

He is Zora E. 


became blind when unslacked lime 


. Tinsley,. who 


spattered into his eyes some 12 years 
ago. 

Going to Muskogee, Oklahoma, 
from Texas in 1915, he found the 
need of rural residents for telephone 
service. He wanted something to 
do to keep himself from brooding 
over his troubles. 

Rigging up a telephone line would 
hardly be thought a suitable occu- 
pation for a blind man, but this fact 
didn’t daunt Tinsley, who went to 
the manager of the Muskogee ex- 
change, Harry Lyons, with his 
scheme. 

Lyons, though skeptical of the 
success of the enterprise, leased the 
negro five old telephones and a six- 
line switchboard. 

Tinsley already had contracts for 
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three telephones and he had little 
trouble getting three more. 


Then, still without capital, he 
went after some wire. He bought 
300 pounds for $9.30 and had it 
charged. 

He borrowed a team, went into 
the woods and cut his own poles. 
He put them up himself, seldom 
employing help. 

When he got connections with the 
city lines and his own telephones in 
working order, more subscribers 
came thick and fast. He worked 
hard and accommodated them all. 

Now this system covers most of 
the territory immediately west of 
Muskogee. It has 55 miles of serv- 
ice wire and 49 subscribers, who 
pay from $2.50 to $3.50 a month 
for the service. 

He’s still reaching into new ter- 
ritory and hopes to double his num- 
ber of subscribers shortly. 

His investment now probably is 
$1,500. Whites and negroes alike 
are his customers. 

He still does all his own line- 
work, repairs the instruments and 
makes installations. 





Here Are Some Simple Rules 
for Selling Goods. 


1. The customers judge the store 
by what they think of the salesman. 

2. Old customers are new cus- 
tomers who have been rightly treat- 
ed. 

3. The recollection of pleasant 
treatment remains when everything 
else is forgotten. 

4. Do not expect a customer to 
believe what you do not believe 
yourself. 

5. Courtesy always pays—and 
you are paid to be courteous. 

6. Two are required to make ser- 
vice perfect—the server and the 
served ; and you are always respon- 
sible for your part. 

7. Satisfied customers are the 
most valuable asset. 


Coming Conventions 


Master Sheet Metal Contractors’ As- 
sociation of Wisconsin, Milwaukee. 
Wisconsin, March 15 and 16, 1922. 
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Oscar A. Hoffmann, Secretary, Mil- 
waukee, Wisconsin. 

Iowa Sheet Metal Contractors’ Asso- 
ciation, Russell Lamson Hotel, Water- 
loo, Iowa, March 29 and 30, 1922. R. E. 
Pauley, Secretary, Mason City, Iowa. 

Jobbers’ and Salesmen’s Auxiliary to 
the Iowa Sheet Metal Contractors’ Asso- 
ciation, Russell Lamson Hotel, Water- 
loo, Iowa, March 29 and 30, 1922. C. F. 
Anderson, Secretary, Des Moines, Iowa. 


North Carolina Sheet Metal Contrac- 
tors’ Association, Greensboro, North 
Carolina, April 6, 1922. George L. Ray, 
Secretary, Charlotte, North Carolina. 

American Hardware Manufacturers’ 
Association, Spring Meeting, St. Charles 
Hotel, New Orleans, Louisiana, April 18, 
19, 20, and 21, 1922. Frederick D. Mitch- 
ell, Secretary-Treasurer, 4106 Woolworth 
Building, New York City. 

Southern Hardware Jobbers’ Associa- 
tion, St. Charles Hotel, New Orleans, 
Louisiana, April 18, 19, 20, and 21, 1922. 
John Donnan, Secretary, Richmond, Vir- 
ginia. 

Old Guard Southern Hardware Sales- 
men’s Association, New Orleans, Louisi- 
ana, April 19, 1922. R. P. Boyd, Secre- 
tary-Treasurer, Knoxville, Tennessee. 

National Warm Air Heating and 
Ventilating Association, Hotel Win- 
ton, Cleveland, Ohio, April 19 and 20, 
1922. Allen W. Williams, Secretary, 
Thompson Realty Building, 82 North 
Front Street, Columbus, Ohio. 

Missouri Sheet Metal Contractors’ As- 
sociation, Joplin, Missouri, April 28, 
1922. Otto E. Scheske, Secretary, 2725 
Morgan Street, St. Louis, Missouri. 

Panhandle Hardware and Implement 
Association, Amarillo, Texas, May 8 
and 9, 1922. C* L. Thompson, Secretary, 
Canyon, Texas. 

Southeastern Retail Hardware and 
Implement Association, Convention and 
Exhibit, May 9, 10, 11, and 12, 1922, 
Chattanooga, Tennessee. Walter Har- 
lan, Secretary, 460 St. James Building, 
Jacksonville, Florida. 

Western Warm Air Furnace and 
Supply Association, Indianapolis, In- 
diana, May 15, 1922. John H. Hus- 
sie. Secretarv. 2407 Cuming Strect. 
Omaha, Nebraska. 

Sheet Metal Contractors’ Association 
of Indiana, Indianapolis, Indiana, May 
15, 1922. Ralph R. Reeder, Secretary. 
312 East Sixteenth Street, Indianapolis, 
Indiana. . 

Hardware Association of the Caro- 
linas Convention, Winston-Salem, North 
Carolina, May 17, 18, 19 and 20, 1922. 
T. W. Dixon,  Secretary-Treasurer, 
Charlotte, North Carolina. 

National Association of Sheet Metal 
Contractors’ Convention and Exhibition 
in the Cadle Auditorium, Indianapolis, 
Indiana, May 16, 17, 18, and 19, 1922. 
Edwin L. Seabrook, Secretary, 608 
Chestnut Street, Philadelphia, Pennsyl- 
vania. 

Mississippi Retail Hardware and Im- 
plement Association Convention and Ex- 
hibit, Fair Grounds, Jackson, Mississippi, 
May 24, 25 and 26, 1922. Headquar- 
ters, Heidelburg Hotel. FE. R. Gross, 
Secretary-Treasurer, Agricultural Col- 
lege, Mississippi. 

National Retail Hardware Association 
Chicago, Illinois. June 19, 20, 21. 22 and 
23, 1922. Headquarters, Hotel Sher- 
man. Herhert P. Sheets, Secretary- 
Treasurer. Argos, Indiana. 

Associated, Advertising Clubs of the 
World, Milwaukee, Wisconsin, June 11, 
12, 13, 14 and 15, 1922. Carl Hunt, Sec- 
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retary, 110 West 40th Street, New York 
City. 

Master Sheet Metal Contractors” 
Association of Ohio, Zanesville, Ohio, 
July 18 and 19, 1922. W. J. Kaiser, 
Secretary, 123 East Chestnut Street, 
Columbus, Ohio. 








Retail Hardware Doings 











Arkansas. 

Charles Orebaugh has sold his inter- 
est in the Green Forest Hardware Com- 
pany at Green Forest to Massey Seitz 
and C. C. O’Neal. 

California. 

J. A. Mausergh of Duluth, Minnesota, 
has opened a hardware store in Eagle 
Rock. ~ 

Ralph White has sold his hardware 
business at 30 North Rose Avenue, La- 
manda Park, to A. W. Clark and James 
M. Carroll. 

Colcrado. 

The Colona Hardware and Mercan- 
tile Company at Colona has been sold 
to J. R. Frank. 

Illinois. 

The Theodore Krueger hardware store 
at 778 Milwaukee Avenue, Chicago, was 
partly destroyed by fire. The loss is 
reported to be $1,000. 

Levi Bowles of Union has purchased 
one-half interest in the Ireland Hard- 
ware Company at Hartsburg. The firm 
name has been changed to Bowles and 
Treland. 

Iowa. 

Alvin Brietsprecher has purchased the 
R. J. Stoehr Hardware Store at Luana. 
Kansas. 

The Costello brothers, Dick, Louis, 
Arthur, and Frank, have opened a hard- 
ware and sheet metal shop at Eighth 
and Commercial Streets, Atchison. 

Minnesota. 

Joseph Schmitz has sold his hard- 
ware store at Roscoe to Mr. Hurley 
of St. Cloud. ; 

Maurice Tenzer and Jack Silverman 
have opened a hardware store in the 
Frank Driscoll Building on Concord 
Street, South St. Paul. 

Missouri. 

The Diamond Hardware Company of 
Diamond is tearing down the old frame 
building on the corner and intend to 
erect a new modern brick building in 


its place. 
Nebraska. 

The hardware firm of Bishop and Mc- 
Donald have dissolved partnership. O. 
T. Bishop has purchased Mr. McDon- 
ald’s interest, and the business will be 
operated under the name of the Bishop 
Hardware Company. 

Oklahoma. 

Messrs. Loy have purchased the Mar- 
tin Hardware Store at Guthrie. The 
store is known as the Loy Hardware 
Company. 

Texas. 

John T. Allen has secured a lease on 
the building at 108 West Broadway, 
Brownwood, and will open a hardware 
store there. 

Wisconsin. 

Joseph Hanson has purchased a hard- 
ware store at Siren 

The hardware business of Fred Gen- 
rich at Arpin has been sold to Anton 
Siegert. 
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Study and Interpretation of Advertisements. 


You Can Make Your Advertisements More Gainful by Avoiding 
the Faults and Profiting by the Good Qualities of Others. 


The advertisement of McCullough 
Hardware Company, reproduced 
herewith from the Greensburg 
Times, Greensburg, Indiana, is too 
general in its text. 

Merely it states that McCullough 
Hardware Company has a full and 








A full and complete line of 


Hardware 


Heating and Cooking = 
| STOVES | 


At prices that will interest the buyer 


McCullough Hardware Co | 


Burney, Ind. ! 


p 




















complete line of hardware, heating 
and cooking stoves, at prices that 
will interest the buyer. 

No particular heating or cooking 
stove and no particular group of 
hardware is mentioned. 

In fact, the advertisement is not 
much more than a business card set 
up in large display type. 

It contains no selling message be- 
cause no goods are actually fea- 
tured. 

ok * * 

Here are two advertisements tak- 
en from the Louisville Times, Lou- 
isville, Kentucky. 

Typographically, they have little 
in common. 

The advertisement of Roe-O’Con- 
nor-Gordon features baseball equip- 
ment and offers special prices to 
colleges, schools, and clubs. 

It has a generous amount of white 
space which serves to accentuate its 
text. 

The selling power of this adver- 
tisement could be increased by pub- 
lishing one or more prices in con- 
nection with the articles illustrated 
instead of merely saying, “Write 
for catalog and prices.” 


Unless one knows in advance that 
more than usual advantage is to be 
had from doing so, one does not 
usually take the trouble to write 
for catalogs and prices. 

Otherwise, this is a very well de- 
signed and balanced advertisement. 

Quite different in its 
from that of Roe-O’Connor-Gor- 
don is the advertisement of Bourne 
and Bond. 

Here small type is used in order 
to list as many kinds of revolvers 
as possible in the space occupied. 

Prices are distinctly set forth, 
which is a most commendable vir- 
tue in any advertisement. 

In the lower left-hand corner is 
the picture of a duck’s head, which 
appears in every advertisement of 

tourne and Bond and, therefore, 
serves readily to identify this firm’s 
publicity. 

The illustration of two highway- 
men robbing a pedestrian is some- 





JUST IN! JUST IN! 
Our Enormous Stock 
of Baseball Equipment 


a we ~~ 


Get husy—tet us show 
you @ nifty lot of Uni- 

forms, Gloves aud other 

necessaries. 

Write for cataloguce 


and prices. 
Special prices to col- on 
loges, schools and clubs. 





Roe’ Connor-Gordon 











BOURNE & BOND 31] W. Market 


makeup’ 








what crude, but it serves the pur- 
pose of the advertisement probably 
as well as if it were more artistical- 
lv drawn. 

The reasoning of this advertise- 
ment is brief, terse, and conclusive. 


The Fostoria Hardware Company 
is so thoroughly convinced of the 
reliability of the value of the Auto- 
Strop safety razors that it is put- 
ting them out on thirty days’ free 
trial. 


Going Like Hot Cakes 1 


We are lending our customers 
Valet AutoStrop Razors 
by the hundreds for 
30 days Free Trial. 








Vi T 
Did you get one? 
Safe It strops itself, shaves and 
is cleaned without taking 
apart and 500 comfortable 
shaves from each full pack- 


Pi, A age of blades guaranteed. 


The Valet AutoStrop Razor is solving the 
shaving problem. 


Fostoria Hdwe. Co. 











e Its advertisement in the Fostoria 
Review, Fostoria, Ohio, has a brisk- 


ness and swing which betoken a 
wide-awake merchandising policy. 
By featuring a nationally and 
persistently advertised commodity, 
the Fostoria Company 


gets the benefit of a powerful sell- 


Hardware 


ing force. 

Naturally, it is much easier to sell 
a safety razor which is familiar to 
the general run of people through 
continuous publicity than it would 
be to sell a safety razor that has no 
reputation. 

Confidence, of course, must be 
gained before sales can be made. 

In the case of a nationally adver- 
tised product, confidence is already 
established. 

Most of the preliminary task of 
persuasion and explanation has al- 
ready been done. The hardware 
dealer who advertises a well-known 
commodity as the Valet AutoStrop 
Razor, is sure of increased sales 
and can rely upon the manufacturer 
for necessary merchandising helps 
for window display cut-outs,-and so 
forth, to the quickening of sales. 
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Facts of Warm Air Heating and Ventilating. 


Reports of Progress in Warm Air Heater Research Work. 
Ventilating Factories, Theatres and Other Buildings. 


Exhibits of Warm Air Heater 
Fittings Attract Attention. 

From the earliest days of the 
hardware trade, warm air heaters 
and warm air heater fittings and ac- 
cessories have been recognized as 
a logical department of the busi- 
ness. 

In a big percentage of cases hard- 
ware stores have sheet metal shops 
in connection with them. 

Volume of sales and comprehen- 
siveness of service usually have a 





Exhibits of Warm Air Heater Fittings and Accessories by W. E. Lamneck 





it with precision from beginning to 
end. , 
It is a good educational work and 
an appropriate thing to do to bring 
the warm air heating business and 
warm air heater fittings and acces- 
sories. definitely before the hard- 
ware men in their conventions and 
gatherings. 

At the recent Annual Convention 
of the New York State Retail Hard- 
ware Association, held in Rochester, 
New York, much interest was 
aroused by the exhibits of the W. 


Company and Tuttle and Bailey Manufacturing Company, at the New 
York State Retail Hardware Convention, Rochester, New York. 


very close bearing upon each other. 

It is to the interest of the hard- 
ware man, therefore, to give care- 
ful consideration to the warm air 
heater and warm air heater acces- 
sories phase of the hardware trade. 

Many hardware dealers own no 
sheet metal shops in connection with 
their stores. 

Some dealers make no effort to 
give any kind of service in connec- 
tion with warm air heaters. 

Trade expansion is as much a 
necessity in the hardware field as 
in the sheet metal field. 

Indeed, the line of demarcation 
between the hardware and the sheet 
metal trades is so frequently over- 
lapped that it is difficult to follow 


Ik. Lamneck Company of Colum- 
bus, Ohio, and the Tuttle and 
Bailey Manufacturing Company of 
New York City. 

The W. E. Lamneck Company 
manufacturers simplified furnace 
fittings and, in addition, also carries 
in stock for the dealer and installer 
a complete line of warm air heater 
registers made by the Tuttle and 
Bailey Manufacturing Company. 

Therefore, the two exhibits in 
question have a close business re- 
lationship and set a good example 
of practical cooperation. 





It’s as easy to approach some 
men as it is, difficult to get away 
from them. 


Cleveland Engineering Institute 
Issues Inspiring Booklet. 


What may prove to be a turn in 
the road toward a broader highway 
of achievement for the ambitious 
mechanic is the little booklet just 
issued by the Cleveland Engineering 
Institute, 8118 Euclid Avenue, 
Cleveland, Ohio. 

Fittingly the booklet bears the 
signficant title, “The School of 
Greater Opportunities.” 

Briefly it outlines what the train- 
ing in heating and ventilating en- 
gineering consists of, and tells how 
the course of study is conducted. 

There is nothing 
about knowledge, nor are there any 
insurmountable difficulties in the 
acquisition of knowledge. 

Millions and millions of times it 
has been said that knowledge is 
power. 


mysterious 


For the mechanic or contractor 
who desires to better himself and 
to be in a position to undertake 
more profitable jobs, technical 
knowledge combined with experi- 
ence and skilk are the sure road to 
success and big profits. 





Dunnings Are Making Furnace 
Pipes and Fittings. 

Less than seven years ago, the 
Dunning Heating Supply Company 
was organized by E. E. Dunning 
and his son, E. C. Dunning, to 
wholesale warm air furnaces and fit- 
tings. The Company occupied the 
first floor of a small building on 
Reed Street, Milwaukee, Wiscon- 
sin, but before a year was gone, it 
was found necessary to increase the 
space, and now the Company owns 
and occupies all three floors and 
basement of a fifty-foot front build- 
ing at 133 Reed Street. 

Recently, steps were taken to in- 
corporate the business which has 
grown to such an extent that the 
original working capital is only one- 
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tenth of the paid up capital of the 
corporation, the large majority of 
which is still controlled by the two 
Dunnings. 

\ new departure in the activities 
Dunning Heating Supply 
Company is the manufacture of 
“Kwik-Lok” furnace pipes and fit- 


of the 


tings. In the accompanying illus- 
tration a sectional view is shown of 


one of their double wall stacks. 














“Kwik- 


View of 
Lok” Wall Stack. 


Sectional 


Both the inner and the outer sec- 
tions of this pipe are in one piece, 
patented _re-inforcement 
which not only stiffens the pipe, 
hut results in perfect alignment. 


with a 


One of the principal features of 
this new line is the heavy shoulder 
into the “female” de- 
pression and locks the pipe secure- 
ly—very much on the order of a 
spring lock. 


which fits 


Other claims for superiority are 
the single lip connection and the fact 
that all edges are turned inside, thus 
obviating any possible trouble in 
pushing the stack through between 
the walls. 





Uniquely Shaped Furnace Has 
Many Claims for Superiority. 

It is a true and faithful saying 
that “If cold wind reach you 
through a hole prepare your will 
and mind your soul.” 

Translated into modern language, 
it means that fresh air during cold 
weather must reach the room in 
some way by which it becomes heat- 
ed sufficiently to become unnotice- 
able, so far as a movement is con- 
cerned. 


It is stated by R. B. Monfort, 
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Secretary and General Manager of 
the Farquhar Furnace Company, 
Wilmington, Ohio, that with their 
Farquhar sanitary heating system 
this is accomplished by providing a 
continuous inflow of fresh air which 
is never heated to a higher tempera- 
ture than 150 degrees lahrenheit 
and which is always kept free from 
poisonous gases. 

As shown by the accompanying 
illustration the fresh air is drawn 
from the first floor rooms by “re- 
turn” pipes into the cold air cham- 
ber at the bottom of the furnace 


casing where it comes in contact 
with the walls of the one-piece weld 





Sectional View of FarQuar Furnace 
Showing Unique Shape of Fire Box 
and Heating Chamber with Ar- 
rows Indicating Travel of Air. 


ed steel fire box and passes back 
into the rooms through the warm 
air pipes openings some of which 
are shown in the upper part of the 
thus 
steady flow of fresh cool air from 


illustration, maintaining a 
the rooms and of fresh, warmed air 
into them, in a manner which pro- 
vides a complete change of air ev- 
ery ten minutes. 

The Farquhar Furnace Company 
desires to establish sales representa- 
tives of an unusually high-class and 
is seeking men who want “some- 
thing better” to sell, as Mr. Mon- 
fort expresses it. Those interested 
are requested to write to the Far- 
quhar Furnace Company, 203 Far- 
QOuar Building, Wilmington, Ohio, 
for further information. 





Men may work side by side with- 
out working together. 
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Manual for Engineers‘Has 
Helpful Tables. 


Ordinarily, one would have to 
refer to dozens of books to get the 
information which is concisely and 
conveniently arranged in the Man 
ual for Engineers, compiled by 
Charles E, Ferris, B. S., professor 
of Mechanical Engineering, Uni 
versity of Tennessee. 

The particular merit of the man 
ual is the selection of about fifty 
tables which the busy engineer and 
business man wishes to carry in his 
vest pocket for quick reference. 

New data and revised selections 
bring the twenty-fourth edition up 
to current requirements. 

The book is printed in vest pocket 
size and is published by the Uni 
I\noxville, Tennes- 


versity Press, 


see, 


For More Than Thirty-Five Years 
Has Read AMERICAN ARTISAN. 
To AMERICAN ARTISAN AND Harp- 

WARE Recorp: 

I have been a reader of your val- 
uable magazine for the past thirty- 
live years or more and find that | 
cin not “keep house” without it. 

A great many times I find one is- 
sue worth more than the price of a 
year’s subscription, 

M. B. Mites. 
lowa, March 2, 1922. 





Make More Profit by Increasing 
Your Warm Air Heater Service. 


It is a pretty well established fact 
in business today that profit comes 
from service. 

Compare the prosperity of such 
stores as Marshall Field’s in Chi- 
cago and Wanamaker’s in Philadel- 
phia with the dingy little depart- 
ment stores which have no other 
policy than that of giving the least 
for the most money. 

Field’s and Wanamaker’s are 
known the world over for the per- 
fection of their service. 
service 


You can increase 


by installing better warm air heat- 


your 


ers, by persuading your customers 
to let you put in an adequate fan 
system for insuring heating effici- 
ency in all conditions of weather. 
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Practical Helps and Patterns for the Tinsmith. 


Aids to the Improvement of Craftsmanship and Business. 
News from Various Branches of the Sheet Metal Trade. 


MAKING COPPER 
COIL PIPE. 


By O. W. Kothe, Principal, St. 
Louis Technical Institute, St. Lou- 
is, Missouri. Written especially 
for American Artisan and Hard- 
ware Record. 

In the manufacture of stills for 


Small pipes are best bent by fill- 
ing with rosin. The rosin is heat- 
ed, and one end of the pipe is 
stopped up and the pipe is filled 
full of rosin and permitted to cool. 

When set the pipe may be bent 
wherever desired. After being bent, 
the pipe is heated gradually from 
the top end, toward the further end 


with a mallet as the sand is being 
filled in. 

When filled, the top end is corked 
and the bend can be made similar 
as at B in figure 10 in an ordinary 
shop. 

Lead jaws are cast of a similar 
radius to the diameter of pipe as at 
C and these are set in the vise for 
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chemical plants, breweries, etc., coil 
pipes are a very common fitting. 

The bending of copper pipe is 
very simple when undertaken by 
the right methods. 

Many of the larger shops have 
regular bending machines, in which 
most any shape of the curve can 
be easily produced, so it is round 
and still holds the pipe uniform. 


Making Copper Coil Pipe. 


and in this way gradually melts out 
the rosin. 

However, in 
sand is commonly used as a filler 
for bending copper tubing. 

At A we show a sketch of filling 
a pipe with sand. The sand should 
be quite fine, and should be set and 
compact well in the pipe. 

This is done by tapping the pipe 


general practice 


holding the pipe secure. 

Then by means of the band iron 
link, or a piece of rope, and a block 
of wood, with a bar, set in the po- 
sition shown, the bend is made grad- 
ually. 

On larger pipes, a torch is placed 
in the position where the bend is to 
be made as at D. 

This helps make the metal more 
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flexible, and by tapping it lightly, 
as the bend is being made, no trou- 
ble will be met with. 

The making of coils, as in figure 
11, where we have a cylindrical coil 
as at H, a sort of grooved block as 
at E and F may be used for mak- 
ing the bends in coil. 

In this way as many revolutions 
are made as are required and after- 
ward the space between the revolu- 
tions are averaged up and adjusted 
so a uniform rise and curvature is 
maintained. 

Where coils are to be made to 
suit a spiral as at G figure 11, then 
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the spiral is designed from the cen- 
ter either by means of a triangle, or 
square or hexagon as in this case. 

sy using the various corners of 
the hexagon a, the spiral is described 
making as many revolutions as de- 
sired. 

After this the copper tubing is 
bent either with a bending block as 
at E or in a vise as at figure 10. 

As the pipe is being worked, it 
is occasionally fitted to the working 
drawing G, so the lines will be fol- 
lowed. 

Where a rectangular coil as in 
sketch I is met with, then the bends 


Accurate 


Business 
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are made to a go degree and the 
pipe is pulled apart, to give it the 
coil effect. 

All this 


when a 


requires practice and 
understands 


give and take in metal, especially 


person once 


copper, all this is very easy. 

It is commonly reported, and that 
coppersmiths, the 
thing about coppersmithing is hard 
work, and in that we agree because 
after the knack of working the met- 


by many main 


al has been acquired, the rest is 
just labor. 

It is, however, a sort of labor 
that carries skill with it. 


Association 


Methods. 


Trade Expansion is Discussed and the Belief is Expressed that 
Opportunities in that Direction Are Distinctly on the Increase. 


Equivalent to recharging  stor- 
age batteries of ambition was the 
Ninth Annual Convention of the 
Sheet Metal Contractors’ Associa- 
tion of Illinois, held March 8th and 
gth, 1922, in the New Harper Hotel, 
Rock Island, Illinois. 
Wednesday, March 8, 1922. 

The opening session of the con- 
vention was called to order at 10:00 
o'clock, Wednesday morning, by O. 
W. Schmidt, President of the Rock 
Island County Sheet Metal Contrac- 
tors’ Association. 


H. M. Schriver, Mayor of Rock 


~Island, in his address of welcome 


put much stress upon the benefit to 
be drawn from exchange of ideas. 

He declared that things are de- 
cidedly on the mend. Farmers are 
getting more for corn and other 
products and, therefore, the pur- 
chasing power of this great section 
of the nation is correspondingly 
strengthened. 

An appropriate response to the 
Mayor’s address of welcome was 
made by J. C. Neuman, President 
of the Sheet Metal Contractors’ As- 
sociation of Illinois. 

President Neuman then pro- 
ceeded to deliver his annual address 
to the Convention, as follows: 





Address of President J. C. Neuman. 
It is with pleasure that I greet you 
here at this our 20th Annual Conven- 
tion of the Sheet Metal Contractors’ 
Association of the State of Illinois. 
I am glad to see so many of you here 
to help make this Convention interest- 





A. J. Hermsdorfer, Newly Elected 
President Sheet Metal Con- 
tractors’ Association of 
Illinois. 


ing and profitable, and hope that when 
we adjourn we can all say we have 
gained knowledge and received great 
benefits while here. But remember we 
must all help; each say something; ex- 
change ideas, for one may be able to 
tell something new and the other to 


new and in that way 
We are here to get 
learn some- 


hear something 
all profit thereby. 
better acquainted and to 
thing new. 

The time is here when we cannot do 
it alone; we must organize and get to- 
gether, locally, in the state, and inter- 
nationally. Every man owes some time 
to the uplifting of the profession or 
business in which he is engaged. Do 
you know that the man who never has 
time to meet and mingle with his com- 
petitors is losing some of the best hours 
of his life. 

Each one of us is in straits of some 
sort at some time of our lives. At such 
times it is human instinct to save one’s 
the expense of others. This 
It prolongs sus- 
pense because suspense is born of dis- 
trust. This is a time above all others 
when we need to trust each other, and 


self at 
policy is short-sighted. 


how else can we accomplish this than 
hy getting together and showing our 
competitor that we are his friend and 
that we need his friendship. In times 
of stress each is apt to fear for what 
suspicious that the 
take his posses- 
trust and 


he has. Each is 
other is scheming to 
sions. Such times call for 
confidence. 

I would make the following recom- 
mendations: 

Prizes to the members of the Auxil- 
iary that bring in the most members 
during this next year. 

That a legislative committee be ap- 
pointed to watch the bills that will come 
up before the next General Assembly, 


which convenes next January. 


—_ -~— 
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That we have more group meetings 
of local associations where several cities 
get together and foster better feelings 
among themselves. 

The morning session concluded 
with the appointment of commit- 
tees and the Question Box. The 
committees are: 

Auditing: Joe Pierson, Frank 
Reuter and O. A. Schmidt. 

Credential: Roy C. Robinson, 
Joseph Merkle and F. G. Gross. 

Resolutions: Rudolph Jobst, E. 
Byrum and Charles Robinson. 

Legislation: Charles Louis, 
Charles Robinson, A. J. Hermsdor- 
fer, George Harms and James Bar- 
rett. 

Wednesday afternoon’s session 
opened with a reading of the min- 
utes of the previous meeting. 

Then followed a discussion on 
“Metal Trim Proposition” by J. L. 
Foster, who moved that a letter 
from the Sheet Metal Contractors’ 
Association of Pennsylvania, cover- 
ing this subject, be referred to the 
Resolution Committee. 

A motion was made and carried 
that the Resolution Committee be 
instructed to send a telegram of 
sympathy to the family of F. C. 
Mull, deceased, of Bloomington, II- 
linois. 

An address on “Business Build- 
ing” was given by R. C. Harring- 
ton, Advertising Manager Moline 
Plow Company, Moline, Illinois. 

Mr. Harrington went deeply into 
details and illustrated his talk by 
means of a chart. He pointed out 
the necessity of using such forms 
of advertising as window display, 
mailing lists, circulars, letters, per- 
sonal solicitation, newspapers, signs, 
and so forth. 

Rudolph J. Jobst, Past President 
of the Sheet Metal Contractors’ As- 
sociation of Illinois, gave a brief 
address on “Sheet Metal Cornices,” 
outlining their advantage over terra 
cotta, granite, and similar material. 
Synopsis of Address by Rudolph J. 

Jobst, Peoria: 

A terra cotta cornice costs about 
300 per cent more to erect than a sheet 
metal job giving the same desired ef- 
fects and results. 

I’ll show you how to answer the 
architects’ or owners’ arguments. 
When they tell you that a sheet metal 
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cornice always checks, show them 
that the terra cotta checks also, as 
you know they do. 

Call their attention to the fact that 
if a sheet metal cornice is properly 
painted, it won’t check. 

Inasmuch as terra cotta also checks, 
point out the fact that if a sheet metal 
cornice does check, you can remedy 
the defect simply by repainting, but 
when a terra cotta cornice checks, you 
can’t do anything with it. 

Don’t be afraid to go after cornice 
contracts—there are good profits to 
be made from erecting these jobs. But 
when you figure, remember to figure 
right. Bear in mind that a terra cotta, 








J. C. Neuman, Retir’ng Presi- 
dent Sheet Metal Contrac- 
tors’ Associat:on of 
Illinois. 


or any other brick or stone cornice, 
would cost the owner much more than 
a sheet metal cornice. Figure in such 
a way that you make a good profit 
and then be sure to make a good job. 

A sheet metal cornice will last as 
long as any other cornice if it is put 
in right and it’s up to you to do fa- 
vorable work. 

Mr. Jobst specializes on cornice 
work and he gave the delegates 
many new pointers which, he said, 
he used successfully in securing 
contracts. 

George Harms of F. Meyer and 
Brother Company, Peoria, Illinois, 
said that it is purely the sheet metal 
contractors’ own fault if they don’t 
secure more of the cornice busi- 
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ness. Poor workmanship, he said, 
has been responsible for losing a 
great amount of this work and he 
advised contractors to take hold of 
the cornice problem in earnest. 

He pointed out the big fact in 
regard to price comparisori of sheet 
metal work and terra cotta or stone 
cornices. 

Mr. Harms added that the sheet 
metal more argu- 
ments for sheet metal cornices than 


contractor has 


he needs in order to win the busi- 


ness away from the terra cotta 
contractors. 

“All you need to do,” he said, “is 
to use about half of them and do 
good work and you'll do the busi-_ 
ress.” 

Mr. Harms called 
the code of installation now being 
prepared by a committee of six 
men appointed by the National As- 
sociation. The committee, he said. 


was composed of one member of 


attention to 


-the National Association, one mem- 


ber of the Western Warm Air Fur- 
nace and Supply Association, one 
member of the National Warm Air 
Heating and Ventilating Associa- 
tion, and one member of the Amer 
ican Society of Heating and Ven 
tilating Engineers. 

Mr. Harms said that this code 
was expected to be ready for pres- 
entation at the Convention of the 
National Association of Sheet 
Metal Contractors, in Indianapolis. 
Indiana, May 16th, 17th, 18th and 
19th, and he suggested that the 
Sheet Metal Contractors’ Associa- 
tion of Illinois adopt the same code 
and carry on their installations in 
accordance with it. 

He urged that the adoption of 
this code when approved should be 
advocated in city and state legisla- 
tion in order that real benefits for 
sheet metal contractors who install! 
warm air furnaces might be as- 
sured. 

The afternoon session then ad- 
journed and the members and 
guests were taken on an automobile 
tour through Rock Island, Moline. 
East Moline and Silvis. 

The trip included the Rock Island 
Arsenal, and many members saw 
it for the first time. The ride 
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through the immense grounds on 
which the numerous large old and 
new buildings stand was highly in- 
teresting and educational. 

Moline and East Moline boast 
some of the largest car shops in the 
country and these big buildings 
were pointed out to the tourists. 
The ride covered about twenty 
miles, and the good roads made the 
journey a real pleasure. 

ISverybody came back from the 
auto ride with a good appetite and 
promptly at 6:30 p. m. a merry but 
hungry crowd strolled down a few 
blocks to the Rock Island Masonic 
Temple, where the banquet and en- 
tertainment were held. 

Members of the Travelers’ Aux- 
iliary were the hosts and every- 
hody attending the convention the 
guests. 

Sam P. Burgess of the Auxiliary 
proved an ideal toastmaster as well 
as an efficient and capable chairman 
of the Entertainment Committee. 

The evil of most banquets was 
entirely missing from this one—and 
so no one grew weary listening to 
lengthy, dry speeches. 

P. A. Johnson, President of the 
\uxiliary, gave a brief address in 
hehalf of the Auxiliary and ex- 
pressed its desire to give the dele- 
gates a pleasant evening. 

W. B. McIntyre was introduced 
by Toastmaster Burgess as “Sun- 
shine Billy,” and he said in intro- 
ducing him that he had secured Mr. 
\McIntyre for two purposes, one 
purpose being that he knew Mr. 
McIntyre as an exceptionally inter- 
esting talker and the other purpose 
was that in case no sunshine wa; 
had during the day, the convention 
would be sure of having it during 
Mr. MeIntyre’s talk. 

“Don’t worry,’ said Mr. Meln- 
tyre. “Be happy, smile, work, and 
if you can’t pay your bills, always 
make yourself able to renew your 
paper.” 

Everyone felt sorry when Mr. 
McIntyre said: “If there is any- 
thing I dislike doing it is going to a 
banquet and listening to a long, 
windy speech, so I’m going to tell 
you just one more story, then I’m 
through.” 
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The next speaker in the evening 
was E. C. Fisher, Superintendent of 
Board of Education, Rock Island. 
Illinois, who spoke on respect for 
law, love of one’s city and of bene- 
fits to be derived from interesting 
one’s self in civic movements. 

The musical entertainment of the 
evening was supplied by Rock 
Island people. 

Piano selections were played by 
Professor Arvid Samuelson; Ma- 
rimba Duet by Mr. and Mrs. J. C. 
Kaiser; vocal solo by Mr. Robert 
Rote, and a whistling solo by Cath- 
arine Heimbeck. 





James Barrett, Re-elect- 


ed Treasurer Sheet 
Metal Contractors’ 
Association of [IIli- 
nois. 
During the dinner the. boy 
Scouts’ band of Rock Island plaved 
selections. It is said to be the best 
Boy Scout band in the State of 
Illinois. 
were given at the 
Meyer and 


Souvenirs 
banquet by F. Brother 
Company of Peoria, Illinois, in the 
form of a handy leather note book 
and by Excelsior Stove and Manu- 
Quincy, 

leather 


facturing Company of 
Illinois, in the 
key holder. 
Thursday, March 9, 1922. 

Thursday morning session began 
with an address by Rudolph W. 
Menk of The Excelsior Steel Fur- 
nace Company, Chicago, on the 
topic of “Fans as Applied to Resi- 
dence Heating.” 

A synopsis of Mr. Menk’s ad- 


dress is herewith appended : 


form of a 
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Synops’s of Address by R. W. Menk 
of Excelsior Stee] Furnace Com- 

bs pany, Chicago, IlLnois. 

There is a new era in sight for the 
furnace industry. 
facturers and installers are beginning 
to realize the very great advantages of 
attaching fans and blowers to warm air 


Many furnace manu- 


heating systems. 

Fans and blowers, of course, have 
heen used for many years in combina- 
tion with warm air furnaces on the 
larger types of installations but oppor- 
tunity is now knocking again at the 
door of the industry advocating fans 
and blowers on the smaller warm air 
furnace, and those who are hearing her 
are realizing more and more the im- 
mense possibilities that the fan and 
blower offer. 

The great advantage of the fan or 
blower is to overcome the difference in 
weight of the cold and warm air and 
to cause the entire air in the building 
to circulate in a natural manner, thereby 
overcoming the cold air pressure and 
not only heating the building more 
quickly, but preserving the life of the 
As soon as the air has had an 
opportunity to gain the velocity the fan 


heater. 


is capable of giving it, the fan may be 
shut off and it will require several 
hours before the velocity of the air has 
again dropped back to normal gravity 
circulation. 

It is always my 
help the other fellow and I will, there- 
fore, give you my reasons for past fail- 


ambition to try to 


ures and also try to give you a clear 
understanding of the essential features 
for successful fan installations. 

Now, the reason for their failure, as 
I see it,-was that they tried to blow air 
into the casing in a way that when a 
certain resistance was 
created the air would back up at the 
sides of the duct and was again blown 
into the casing, churning the air. 

To illustrate my point, let us assume 
a cold air shoe sixteen inches deep and 


pressure or 


forty inches wide into which we place 
a twelve or fourteen-inch propeller fan. 
We start the fan and as the air is being 
drawn down into the cold air duct and 
blown into the casing by the fan, it 
strikes the ashpit of the furnace and as 
the air accumulates.in the casing it is 
easier for a portion of the air which 
strikes the ashpit to. return back into 
the shoe along the side of the fan, 
therefore not getting the maximum air 
delivery that the fan was able to fur- 
nish, 

This condition, of 
easily overcome by putting dampers at 
the sides of the fan but this involves a 
hazard to the furnace, if the dampers 
are to be hand operated, on account of 
the possibility of the attendant forget- 
ting to change the dampers which, if 


course, can be 


forgotten when the fan was stopped, 


would not allow sufficient air to circu- 
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late over the furnace and would natur- 
ally injure the castings. Therefore, any 
device that is not automatic with the 
fan should not be used or advocated. 

Another condition that arose was the 
injury of the motor. If the fan was 
hung in the shoe too close tp the fur- 
nace the heat rays from the firepot 
heated up the fan and motor to such 
extent as to melt or dissolve the insula- 
tion in the motor and cause it to be 
burned. This was especially true after 
the fan had been stopped and the firepot 
of the furnace was still red hot. 

There are at this time several styles 
of fan outfits on the market that I am 
told are giving excellent results and 
from what I can learn, overcome the 
conditions just alluded to. The outfits 
I refer to do not, however, meet all the 
conditions that arise on a warm air job 
or in other words, are not universal. 

Suppose there are two or three cold 
air returns from different parts of the 
building. How will it be possible to 
make them all function properly with- 
out the necessity of two or three fans? 
There are three ways, as we see the 
situation: Combine all of the returns 
into one duct_or cold air room, which 
often is not convenient to do; increase 
one of the ducts to the full area of the 
warm air leader pipes; or use a certain 
patented device now obtainable for any 
make of furnace at a moderate cost. 

The suggestion may arise in your 
mind to put dampers in the other ducts 
and to draw all of the air that supplies 
the furnace through one duct. This 
method can, of course, be used and the 
dampers could also be operated auto- 
matically with the fan but the circula- 
tion will not be nearly so satisfactory 
and if the duct that the fan supplies is 
to one side of the furnace, the distribu- 
tion of air in the casing will not be 
nearly so uniform. 

I believe that what I have said will 
give you a fairly clear conception of 
what is necessary to obtain best results. 

As we see the situation it is possible 
to get three times the capacity out of a 
fan job as against the average gravity 
job and here is where I want to cau- 
tion everyone who hears or’ reads this 
statement. Don’t put in a small furnace 
and expect it to do the work of one 
that should be two or three sizes larger, 
for it will not only run up the cost of 
the electrical energy but the rapid burn- 
ing of fuel will involve more frequent 
attention and will increase the fuel 
consumption on the average job to the 
extent that the added difference in the 
original cost between the small furnace 
and the proper size for gravity work 
will be nearly consumed in one season. 
Please get this firmly fixed in your 
minds and advocate the proper size fur- 
nace if you want to see that warm air 
gets its just dues. 


Don’t get the idea that the fan is a 
cure-all. Execute good judgment in 
its use. Install it to the best advantage 
possible and you will increase your fur- 
nace sales and profits. 

Now, gentlemen, the fan or blower 
system, in combination with a warm air 
Iurnace, is a field you can not afford to 
overlook. I would advise you to obtain 
all of the information you can about 
the system and get busy. The fellow 
that gets the start in his particular ter- 
ritory often dominates. 

At the close of Mr. Menk’s ad- 
dress, came a highly instructive 
talk by George Harms on “Over- 
head Expense.” 

A discussion followed  Mrr. 
Harm’s talk, and several members 
told how they figured overhead and 
gave pointers on how to estimate 
various jobs in such a way as to 
make ample provision for embody- 
ing overhead expenses. 

At 1:30 o’clock in the afternoon, 
the members assembled again in 
the Convention Hall for the clos- 
ing session of the Annual Meeting. 

The delegates were given a real 
treat, as the first thing on the pro- 
gram was an unexpected feature in 
the form of a motion picture story 
of Armco Iron, an educational de- 
scription in three reels, showing the 
making of Armco iron and all the 
processes of iron-making from the 
ore to the finished sheets. 

Many sheet metal contractors 
who had worked with sheet metal 
for years saw for the first time the 
actual making of this product. 

Franklin Wortley, representative 
of the American Rolling Mill Com- 
pany, Middletown, Ohio, was in 
charge of the exhibition, and he 
talked as the pictures were run off, 
explaining the movements of the 
metal through its mang stages to 
the finished sheets. 

He also answered numerous ques- 
tions put to him by delegates. 

Immediately after the showing 
of the motion pictures an address 
on “Fire Prevention” was given by 
Homer Caldwell. 

Mr. Caldwell went into detail on 
how to prevent fires. He enumer- 
ated many causes of fires in shops, 
factories and homes, the existence 
of which the majority of people 
never realized. 
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At the close of Mr. Caldwell’s 
instructive address, committees 
were called upon for the annual 
reports, and then the election of 
officers took place, resulting in the 
choosing of the following men: 

President: A. J. HERMspDorFER, 
Quincy. 

Vice-President : 
SON, Ottawa. 

Secretary : 

Treasurer : 
ton. 

G. J. George, Retiring Secretary 
of the Sheet Metal Contractors’ As- 
sociation of elected 
trustee for three years, because the 
members of the Association feel 
that they need his counsel and guid- 
ance as well as the stimulus of his 
enthusiasm in the administration of 
the affairs of the organization. 

Mr. George is apparently only 
A census enumera- 


JosepH PEar- 
FRED Gross, Quincy. 
James Barrett, Al- 


Illinois, was 


one person. 
tor would probably make that re- 
port. In reality, he is about 108 
persons condensed in one, judging 
by the tremendous amount of work 
which he has done for the develop- 
ment of the Sheet Metal Contrac- 
tors’ Association of Illinois during 
his term as Secretary of the organ- 
ization. 

It was moved and seconded that 
the selection of the next conven- 
tion city be left to the Board of 
Directors. 

A rising vote of thanks and hearty 
praise were given the Rock Island 
folks and the Rock Island County 
Sheet Metal Contractors’ Associa- 
tion for their friendly hospitality. 
Folks at the Convention. 

Somebody had a Mr. Smiley 
paged in the lobby of the New 
Harper when that slim salesman of 
Tuttle & Bailey’s stepped up to the 
bell boy and wanted to know if he 
would do, as his name was Laffin. 
Clever, that same Bill sure’ is 
clever. 

The Milwaukee  Corrugating 
Company was ably represented by 
J. G. Holch and F. D. Naylor. 

“Pa” Heminger could not let the 
chance go by to see the place where 
the big guns are made, but he im- 
proved his time by selling a couple 
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of boxes of that famous tin plate 
that bears the mark of J. M. & 
L. A. Osborn Company. 

E. C. English looked after the 
interests of the Sykes Company. 

H. E. Williams was on hand to 
sell a few carloads of Wise warm 
air furnaces. 

“Herb” Symonds, of Mission reg- 
ister fame, was rather lonesome, as 
his side-kick, Jule Gerock, could not 
get away. 

George B. Carr and A. L. Ma- 
son, of the Carr Supply Company, 
came in early Monday, but George 
was disappointed in finding that his 
regular opponents in Auction 
Bridge did not arrive until Tuesday, 
so one perfectly good evening was 
wasted. See you in Milwaukee 
next week, George. 

Ralph W. Blanchard, of the Hart 
& Cooley Company, was as usual 
one of the busy members of the 
Entertainment Committee. 

E. B. Langenberg, of 
Rank” fame, proved to be a good 
substitute secretary of the Auxil- 


“Front 


lary. 
the business for the company, and 
was kept busy answering questions 
as to when their new furnace pipe 
would be ready for delivery. 


Sam Burgess and Bill Harms 
were two busy boys, Sam _ being 
chairman of the Entertainment 


Committee and Bill taking orders 
for Rock Island registers. 

Lou Denoyer, who has been act- 
ing as president of the Auxiliary 
during Pete Johnson’s sickness, re- 
ceived many compliments upon the 
fine showing made under his guid- 
ance. In his spare time, Lou is 
making a fair living selling Canton 
Art Metal Ceilings. 

George Harms likes to come to 
Rock Island, for he has two sons 
here—one is with the Rock Island 
Register Company and the other 
with the Rock Island Stove Com- 
pany. Incidentally, George put in 
a few good words for Handy fur- 
nace pipe, while Charlie Spindler 
wrote down the orders. 

Wesley Johnson was among us 
and had several furnace men sign 
up for his new financing plan for 
selling Titan warm air furnaces. 


AMERICAN ARTISAN 


Tom Cox had to look after 


AND 


J. Harvey Manny and Fred 
Bloomfield, of the Manny Heating 
Supply Company, motored from 
Chicago. Harvey says that his new 
furnace with a one-piece radiator 
is the niftiest one in the market. 

S. P. Britt, of the Lennox Fur- 
nace Company, exhorted on the 
merits of the “Torrid Zone.” 

K. I. Willis killed two birds with 
one stone by celebrating his 75th 
birthday on the first day of the Con- 
vention. Mr. Willis says that he 
doesn’t feel a day older than since 
he attended the first meeting of IIli- 
nois sheet metal contractors. 

L. Max Baugh and J. B. Sauer, 
Treasurer of the Auxiliary, carried 
big tickets on their coat lapels with 
the name “Weir.” It wasn’t nec- 
essary, though, for everybody knows 
that they sell the Meyer Furnace 
Company’s products. Mrs. Baugh 
accompanied Max and helped en- 
tertain the visiting better halves of 
the contractors. 

OQ. E. Jennings, J. M. Steele and 
Frank J. Costello, had an exhibit 
of the new Garland low down fur- 
nace and had many interested call- 
ers. Mr. Jennings is the manager 
of the furnace department of the 
Michigan Stove Company. 

Franklin Wortley, of American 
Rolling Mill Company, 
hand and booked orders for Armco 
ingot iron sheets. Frank says that 
business is getting better. 

William M. Bivens says that this 
year he is going to get at least 


was on 


twenty new members for the State 
Association and twenty new sub- 
scribers for AMERICAN ARTISAN 
AND Harpware Recorp. But he 
does not forget that his main busi- 
to sell furnaces for the 
Foundry & 


ness is 
American 
Company. 

The interests of Metal 
were well looked after by A. H. 
Schiewe of the Berger Manufactur- 
ing Company. 

Rudolph W. Menk, of the Ex- 
celsior Steel Furnace Company, is 
getting to be some orator. If he 
keeps on, everybody is going to be 
convinced that a warm air furnace 
is really as good as it really is. 

E. W. Norman, president of the 


Furnace 


Toncan 
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Indiana Auxiliary, was of course 
on hand to tell about the wonderful 
exhibition of sheet metal products 
and appliances that is to be a fea- 
ture of the National Convention in 
Indianapolis next May. 

D. M. Morphy had a special ex- 
hibit in a store room near the Con- 
vention headquarters where he dem- 
onstrated the new Superior smoke- 
less furnace of the Utica Heater 
Company. 

Fine Spirit Prevails at Annual 
Meeting of Illinois Auxiliary. 

The word “spirit” is used pur- 
posely in the singular number as ap- 
plied to the Annual Meeting of the 
Travelers’ Auxiliary to the Sheet 
Metal Contractors’ Association of 
Illinois. 

The enthusiasm and earnestness 
of the members is not of the evan- 





P. A. Johnson, Retiring President 
Illinois Auxiliary. 


escent kind produced by artificial 
stimulants. These virtues are inher- 
ent qualities of the members and go 
a long way toward accounting for 
their uniform success in business. 

The annual gathering of the Aux- 
iliary was held in connection with 
the yearly Convention of the Sheet 
Metal Contractors’ Association of 
Illinois March oth, at the New 
Harper Hotel, Rock Island, Illi- 
nois. 

Twenty-seven members were in 
attendance when President P. A. 
Johnson of Peoria called the meet- 
ing to order. 

Sam Burgess, Vice-President of 
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the Auxiliary, and member of the 
Entertainment Committee, gave a 
financial report of the work of his 
Committee and on motion made by 
Ralph W. Blanchard of the Chicago 
office of Hart and Cooley Company, 
was given a vote of thanks for his 
splendid work in managing the ban- 
quet and entertainment. 

Mr. Blanchard said that although 
Max Baugh of Galva and himself 
were also members of the Enter- 
tainment Committee, Mr. Burgess 
deserved all the credit, inasmuch as 
he had done all the work. 

A discussion followed regarding 
the acceptance of a donation offered 
by the Rock Island Chamber of 
Commerce to apply on the banquet 
and entertainment. 

Mr. Burgess gave details con- 
cerning this offer and said that he 
felt the members ought to accept 





L. A. Denoyer, Newly Elected 
President Illinois Auxiliary. 


whatever amount the Chamber of 
Commerce saw fit to give them. A 
motion was then made and seconded 
that the Auxiliary accept the dona- 
tion. 

The next business was the report 
of Treasurer J. B. Sauer and 
showed that three new applications 
for membership had been received. 

The meeting then proceeded to 
the election of officers for the com- 
ing year. . 

President Johnson asked former 
President E. W. Norman of In- 
dianapolis to take the chair while 
the election of officers was going 
on. 


Mr. Norman “then called upon 
William Laffin of the Chicago office 
of The Tuttle and Bailey Manufac- 
turing Company and H. W. Sy- 
monds of the Symonds Register 
Company, St. Louis, Missouri, to 
act as election tellers. 

Before the nominations 
made, J. Harvey Manny of Manny 
Heating Supply Company, Chicago, 
brought up the question of making 
nominations for officers through a 


were 


Nominating Committee instead of 
from the floor of the meeting. 

The election of the officers re- 
sulted in the selection of the fol- 
lowing men to administer the affairs 
of the Auxiliary for the ensuing 
term: 

President: L. A. DENOYER; 

Vice-President: SAM BURGESS; 

Secretary: FRANK I. EYNATTEN 


( re-elected ) : 





George B. Carr, Re-elected Ser- 
geant-at-Arms Illinois Auxiliary. 


Treasurer: J. B. SAverR (re- 
elected ) ; 
Sergeant-at-Arms : 


Carr (re-elected ). 


GEORGE B. 


The directors are to be appointed 
later by the newly elected president. 

J. B. Sauer, who is re-elected 
Treasurer, may not look like a 
banker, but he has all the poise and 
self-possession of a financier. As 
high man on sales of warm air fur- 
naces for the Meyer Furnace Com- 
pany, Peoria, Illinois, during the 
past three years, he has a reputation 
to sustain. 

Ralph W. Blanchard, manager of 
the Chicago office of Hart and 
Cooley Company, gave a touch of 
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deep friendliness to the nomination 
and election of officers by his elo- 
quent words of praise for the work 
of each officer during the past year, 
and by his statement that he felt 
that each of the officers was capable 
of continuing for another year. 
He praised L. A. Denoyer of the 
Canton Art Metal Company. for his 
splendid work in handling the office 
of Retiring President Johnson dur- 
ing Mr. Johnson’s long illness. 
Acting Chairman Norman ex- 
plained that the absence of Secre- 
tary Frank I. Eynatten of Peoria 
was caused by illness in his family. 
Retiring President P. A. Johnson 
made a short talk thanking all the 
members for their support during 
the past year, and particularly ex- 
pressed his gratitude to Mr. De- 
noyer for handling his working dur- 


ing his illness. He added his felici- 





J. B. Sauer, Re-elected Treasurer 
Illinois Auxiliary. 
tations also and praised Mr. De- 
noyer in the highest terms 

If every group of citizens were as 
conscientiously observant of the 
laws as the members of the Aux- 
iliary, policemen and sheriffs would 
be no longer needed. 

Therefore, the genial Sergeant-at- 
Arms of the Auxiliary, George B. 
Carr of the Carr Supply Company, 
Chicago, who was re-elected, had 
little to do during the meeting—at 
least insofar as exercising the func- 
tions of his office were concerned. 


The newly elected ‘President, L. 
A. Denoyer, appointed the follow- 
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ing men as a Committee to cooper- 
ate with like committees of other 
state Auxiliaries at the National 
Metal Contractors’ Associa- 


Sheet 





Frank I. Eynatten, Retiring Secretary 
Illinois Auxiliary. 


tion, to be held May 16, 17, 18 and 
19, in Indianapolis : 
J. Harvey Manny, Chairman ; 
A. George Pedersen; 
L. A. Denoyer ; 
E. E. Griffith. 
The meeting 
everyone feeling thoroughly satis- 
been 


adjourned with 


fed with what has accom- 
plished by the Auxiliary for the pro- 
motion of good fellowship in the 
sheet metal trade of Illinois. 


Towa Auxiliary Plans Big 
Meeting in Waterloo. 

In connection with the annual 
convention of the Iowa Sheet Metal 
Contractors’ Association in Hotel 
Russell-Lamson, Waterloo, Iowa, 
March 29 and 30, the Jobbers’ and 
Salesmen’s Auxiliary of the organ- 
ization plans a big meeting with the 
motive of cooperation. 

At the request of the Iowa Sheet 
Metal Contractors’ Association, the 
members of the Auxiliary will give 
a display of their goods in the lob- 
by of Hotel Russell-Lamson dur- 
ing the convention. 


Wednesday evening, March 29, 
the Auxiliary will entertain the del- 
egates of the Iowa Sheet Metal Con- 
tractors’ Association at a banquet 
in which the advantages of fellow- 
ship in working for trade expansion 
will receive streng emphasis. 
Missouri “Auxiliary Prepares 
for*State Convention. ' 

The Committee of Arrangements 
of the Jobbers’ and Salesmen’s 
Auxiliary of the Missouri Sheet 
Metal Contractors’ Association is 
making great efforts for the success 
of the forthcoming convention of 
the Sheet Metal Contractors which 
is to be held April 28th in Joplin, 
Missouri. 

The various firms which the 
members of the Auxiliary represent 
have been requested to write to their 
mailing list in Missouri urging at- 
tendance at the Convention. 

E. B. Langenberg of 
Langenberg Manufacturing Com- 
pany, St. Louis, Secretary of the 
Auxiliary, states that at the present 
time his organization has fifty-three 
members and that the Auxiliary 
wants to increase this for the Con- 
vention. 

In a letter which he has sent out 
to all the members, he urges: 

“If you meet any of the boys 
who travel Missouri and who do 
not belong to the Auxiliary, sign 
them up at an early date.” 

Missouri Auxiliary has already 
gained the admiration, friendship 
and appreciation of the Sheet Metal 
Contractors’ Association of that 
state and is desirous of intensifying 
its cooperative work in behalf of 
the sheet metal trade. 


Haynes- 





Wisconsin Auxiliary Will Give 
Banquet to Sheet Metal Men. 

In line with its avowed purpose 
of fostering fellowship in the trade, 
the Travelers’ Auxiliary to the 
Master Sheet Metal Contractors’ 
Association of Wisconsin is work- 
ing hard for the success of the an- 
nual convention of that organiza- 
tion which is to be held March 15 
and 16 in Republican House, Mil- 
waukee, Wisconsin. 
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According to advices from H. H. 
Wherry, secretary of the Auxiliary, 
a banquet will be given Wednesday 
evening, March 15, by the Auxil- 
iary to the delegates of the Master 
Skeet Metal Contractors’ Associa- 
tion of Wisconsin who attend the 
convention, 


Selects National Sheet’ Metal 


Convention Headquarters. 
The Severin Hotel, Indianapolis, 





Indiana, has been selected as head- 
quarters for the annual convention 
of the National Association of Sheet 
Metal Contractors, which is to be 
held May 16, 17, 18, and 19, 1922, 
in that city. . 

Many hotel reservations are being 
made and it has been suggested by 
Executive Chairman E. W. Norman 
of Indianapolis that similar reserva- 
tions be made as early as possible 
in order that the delegates may have 
comfortable accommodations dur- 
ing the convention. 


Says AMERICAN ARTISAN Is 
Indispensable in the Shon. 
To AMERICAN ARTISAN’ AND 

HARDWARE RECORD: 

In renewing my subscription, | 
take the liberty of saying that your 
paper is indispensable to the up-to- 
date sheet metal shop. 

Yours very truly, 
C. McENTARFER. 
, Kansas, March 6, 1922. 





Peerless Eave Trough Hanger 
Saves Time on the Job. 


Profits are determined to a con- 
siderable extent by the labor-time 
required to complete a job. 

Hence labor-saving devices are a 
distinct advantage. 

This is one of the features of the 
Reinforced 


Peerless 


Peerless and 





Eave Trough Hanger, made by the 
Abbott Manufacturing Company, 
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4700 Central Avenue, S. E., Cleve- 
land, Ohio. 

All the roof straps of the Peer- 
less Eave Trough are of the same 
ilength. 

Therefore, no time is wasted in 
trying to match assorted lengths. 

The roof strap is made from No. 
10 gauge and the combined cross 
bar and under strap from No. 18 
gauge. 

On the Peerless Reinforced Eave 
Trough Hanger there is a bar of 
heavy galvanized steel. 





Wants Patterns and Layout for 
Solving Problem. 


To AMERICAN ARTISAN AND 


HARDWARE REcorRD: 
] would like to get patterns and 
method of layout for the solution 





ARTISAN 


Demand for Sheet Zinc 


Is Increasing. 

A representative of one of the 
leading zinc interests is quoted as 
saying : 

“We did more than three times 
as much business in January, 1922, 
than we did for the corresponding 
month last year. 

“February figures which will not 
be complete until the 15th, wiil show 
an increase of 65 per cent over 
same month last year. 

“Nothing has been more encour- 
aging to us than the rapid growth 
of the zinc roofing industry. 

“This business was nothing in 
1919. If we got one inquiry a 
week we thought it good. 

“Today we are getting an average 
of five inquiries daily. . 
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Diagram of Problems for Which Pat- terns and Layout Are Wanted. 


of the problem which I enclose in 
the accompanying sketch. 

Please publish it in your valuable 
paper. 

Of course, all the patterns are de- 
sired in order to cover every item 
of the problem. 

Thanking you in advance, I am, 

Respectfully, 
W. H. Coiuins. 

———, Illinois, March 3, 1922. 





_ A green salesman can sell more 
goods than a blue salesman. 


“We are glad to note that the 
copper trade is planning an educa- 
tional campaign on roofing. 

“It will be a distinct aid to our 
business as it will call the average 
person’s attention to the benefits of 
metallic roofing as compared with 
roofing of other materials. 

“The American Zinc Institute 
will hold its annual meeting at St. 
Louis on May 8 and May 9 and we 
have fully developed plans which 
we expect to lay before the meeting 
with a view of popularizing sheet 
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zinc, especially in the form of bat- 
ten, corrugated and shingle roofing. 

“The proposed advertising cam- 
paign is a natural development fol- 
lowing the issue of the ‘Zinc Work- 
ers’ Hand Book,’ which we under- 
stand will be released by the sec- 
retary at the annual meeting: 

“We believe that we will have'tit- 
tle difficulty in convincing our. fel- 
low members of seeing the benefits 
which are bound to result from such 
a campaign. : 

“Uses of zinc must’ be. increased 
if the business is to grow andewe do 
not think that it willerequire: much 
argument to get our fellow mem- 
bers to act.” 





Wants 12-Ounce Seamless 
Copper or Brass Pipe. 
To AMERICAN ARTISAN AND Harp- 

WARE RECORD: 

Where can | get seamless copper 
or brass pipe, six feet long and four 
inches in diameter, in about twelve- 
ounce copper or brass? 

Yours truly, 

CHARLES F. GoLDSTONE. 

Michigan, March 1, 1922. 





Recommends Metal Lath for 
Rat-Proof Construction. 


By taking advantage of the cam- 
paign carried on by Federal and 
State health departments for the ex- 
termination of rats, the enterpris- 
ing sheet metal contractor can add 
another source of profit to his busi- 
ness. 

A recent bulletin of the Chicago 
Health Department recommends the 
use of metal lath, as follows: 

‘Metal lath has been found quite 
effective for rat-proof construction 
in both floors and walls. 

“In residences the lath is used on 
the first floors in all wall space open- 
ings and at the bottom between 
studding, which prevents the rats 
from coming up from the basement 
and thus into the upper floors.” 

Metal lath naturally suggests 
metal ceilings and metal side walls 
in public and commercial build- 
ings; and thus the necessity for 
rat-proof construction gives the con- 
tractor a strong selling argument. 
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More Zideck Articles 
Are Coming. 

From ali parts of the country 
come reports of sheet metal shops 
adding a department of automobile 
radiator repairing to the regular 
line of work, 

This is a 
phase of sheet metal craftsmanship. 

Hence the need for accurate and 


comparatively new 


reliable instruction is generally real- 
ized in the trade. 

It is for the purpose of render- 
ing quickly available the best meth- 
ods of automobile 
AMERICAN ARTISAN AND 
WARE Recorp has secured a series 


repair that 
H ARD- 


of instructive articles on the sub- 
ject specially written by E. FE. Zi- 
deck of the Zideck School of Sheet 
Metal Trades, 407-413 East Nine- 
ty-first Street, New York. 

Twenty-one of these articles have 
already been published in_ these 
pages. 

Other articles of the series are in 
course of preparation and will ap- 
pear in this department of AMER- 
ICAN ARTISAN AND 
RECORD. 

In line with the earnest efforts 
being made by the National Asso- 
ciation of Sheet Metal Contractors 
for widening the scope of the trade. 
it would be profitable to study these 
Zideck articles and to add automo- 
bile radiator repairing to the busi- 
ness of the sheet metal shop. 





Trade Development Is Largely a 
Matter of Personal Effort. 


At the convention this week in 
Rock Island, Illinois, of the Sheet 
Metal Contractors’ Association of 
Illinois, Rudolph J. Jobst of Pe- 
oria, past president of the organi- 
zation, called attention to a profita- 
ble field of trade development in the 
erection of sheet metal cornices. 

He urges the sheet metal con- 
tractors not to be afraid to go after 
cornice contracts. 

Naturally, every sheet metal con- 
tractor wants a larger volume of 
business. 

The bigger volume of business, 
however, will come more easily and 
quickly through expansion beyond 


HARDWARE 
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the accustomed field of his activ- 
ities, 

Although his Association, local, 
state, or national, can greatly as- 
sist him by suggestion and instruc- 
tion, the actual work of trade de- 
velopment must be performed by 
his own brain and energy. 


Who Makes ‘Eclipse’ Eates 
Trough Hanger? 


To AMERICAN ARTISAN AND HArp- 

WARE RECORD: 

Will you kindly inform me who 
manufactures the “Eclipse” eaves 
trough hanger ? 

Yours truly, 
M. A. FREEMAN. 


——, Indiana. 








Notes and Queries 











Heavy Press Kettles. 
From Ranf Sheet Metal Works, 216 


West Ludington Avenue, Ludineton, 

Michigan. 

Who makes heavy press one-piece 
kettles of 14 or 16-gauge metal, 20 
inches in diameter by 8 inches high, 
to be used in making up French 
fried potatoes ? 

Ans.— Albert Pick and Company, 
212 West Randolph Street, Chica- 
go, Lllinois. 


Cleaning Solution and Soldering Flux. 
From L. N. Haines, 1023 Main Street, 


Klamath Falls, Oregon. 

Will you kindly give me the name 
and address of the party who ad- 
vertised a combined cleaning solu- 
tion and soldering flux in AMERICAN 
ARTISAN AND HARDWARE REcoRD 
last year? 

Ans.—F. A. Struck, 430 Lauder- 
dale Street, Selma, Alabama. 


Bucket Ears. 
From W. R. Davis, 6103 Delmar Boule- 


vard, St. Louis, Missouri. 

Please advise me where I can 
secure sheet metal bucket ears that 
have stops to prevent bale from 
dropping below top of bucket when 
not in use. 

Ans.—National 
Stamping Company, Granite City, 
Illinois. 


Iceless Refrigerators. © 7 
From Davis and Johnson, Downs, Kan- 


sas. 
Kindly inform us who manufac- 
tures iceless refrigerators. 


Enameling and 
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Ans.—Isko Company, 111 West 
Washington Street; Blazek and 
Company, 2249 West Lake Street; 
Frigidaire Corporation, 317 North 
Michigan Avenue; all of Chicago, 
Illinois, and Iceless Machine Com- 
pany, 12014 lowa Avenue, Cleve- 
land, Ohio. 

Junk Brass and Copper Dealers. 
From G. W. Meisenhoelder, Parkston, 

South Dakota. 

Please refer me to several junk 
copper and brass concerns to whom 
| can sell a large quantity of this 
material. 

Ans.—Argo Iron and Metal Com- 
North Curtis Street; 
Brothers, 1446 Blue Is- 
land Avenue: Burnstein and Skid- 
more, 2101 Loomis Street; H. Kra- 


pany, 311 
Berkson 


mer and Company, Loomis and 21st 
Place; Western Metal Company, 
624 West Van Buren Street; all of 
Chicago, Illinois. 
Dumb Waiters. 

From Davis and Johnson, Downs, Kan- 

Sas. 

Will you kindly advise me who 
makes dumb waiters? 

Ans.—Kimball Brothers Com- 
pany, 1031 Ninth Street, Council 
Bluffs, lowa, and Sedgwick Ma- 
chine Works, 165 West 15th Street. 
New York City. 

Ladder Spokes. 

‘rom M. Bohmeyer, 5443 Magle Ave- 

nue, St. Louis, Missouri. 

Can you tell me who makes lad- 
der spokes ? 

Ans.—E. B. Estes and Sons, 364 


Fifth Avenue, New York City; 


Rugg Manufacturing Company, 
Greenfield, Massachusetts; H. A. 


Stiles and Company, 93-97 Oliver 
Street, Boston, Massachusetts; Ol- 
iver Iron and Steel Company. 
South roth and Muriel, Pittsburgh, 
Pennsylvania. 
Brass Can Screws. 

From L. M. Fleischmann, Marysville, 

Kansas. 

Please advise me where I can get 
brass can screws. 

Ans.—Reed and 
facturing Company, Worcester, 
Massachusetts; Batavia Brass and 
Iron Novelty Works, Batavia, 
New York; Hero Manufacturing 
Company, Westmoreland Avenue 
and Stokeley, Philadelphia, Penn- 
sylvania. 


Prince Manu- 
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Review of Conditions in the Metal Markets, 


General Situation in the Steel Industry. Report of 
Prices and Tendencies in Sheet Metals, Pig Iron, etc. 


COPPER PRICES HAVE 
AN UPWARD TREND. 


All the indications warra:t the 


inference that a definite upward 
tendency has started in the copper 
market. 

A stronger 
prices are '@ cent higher on all po- 


tone prevails and 


sitions. 

This applies to the outside mar- 
ket as well as to producers. 

Domestic consumers came into 
the market in the latter part of the 
past week, purchasing more metal 
for April and May shipment. 

Sales in l‘ebruary on domestic 
account alone were about one-third 
larger than in January. 

Export buying also was larger 
during the second half of February. 

From January 1st o March ist 
total sales on domestic and foreign 
account were approximately 166,- 
000,0c0 pounds or an average of 
83,000,000 pounds a month. 

Since March Ist the principal fea- 
ture of interest has been the taking 
up of most of the outside lots that 
were pressing upon the market in 
the east. 

There are indications today that 
some of the small lots offered by 
dealers and second-hands in the in- 
terior so urgently have also been 
absorbed. 

Consumers who claim to 
purchased at 12% cents to 12% 
cents delivered now find they are 
unable to purchase under 127% cents 
delivered, in fact, in the eastern ter- 
ritory there are few if any offerings 
under 13 cents delivered for either 
March or second quarter shipment. 

All of the large producers are 
either asking 13 cents delivered for 
March and 13% cents for second 
quarter or are out of the market. 

The custom smelters that sold the 
early part of last week at 1234 cents 
or less for electrolytic, are now ask- 
ing 13 cents delivered for March 
and April shipment. 


have 


\ better demand has been experi- 
enced for drawn and rol ed copper 
and brass recently, but there has 
been keen competition for orders, 
especially for wire. Rolling mills 
and wire plants are now operating a 
little over 50 per cent of capacity 
at an average. 

Consumers generally covered 
their March requirements in the 
last quarter of last year but a num- 
ber of small lots of unwrought cop- 
per have recently been bought for 
March shipment and larger lots for 


April. Interest is now centered in 
April and May positions. 
Tin. 


At the beginning of the week 
(Monday, March 6), tin prices ad- 
vanced here and abroad from 4 to 
4 cent per pound. 

The next day, a technical reac- 
tion set in and prices declined from 
14 to 7g cents per pound. 

In this kind of a market it is im- 
possible to say what the price is go- 
ing to do from one day to the next, 
but consumers have lately been suc- 
cessful in buying on the breaks and 
leaving it alone on the advances. 

It would probably take a steady 
rise for a fortnight or so to induce 
them to change their policy. 

Chicago prices declined as fol- 
lows: Pig tin from 32% cents to 
32 cents per pound and bar tin from 
34% to 34 cents per pound. 


Solder. 


No further changes have occurred 
in the Chicago solder market. 

The quotations now in effect are 
as follows: 

Warranted, 50-50, per 100 
pounds, $20.50; Commercial, 45-55. 
per 100 pounds, $19.00, and Plumb- 
ers’, per 100 pounds, $17.75. 


Lead. 


Practically no changes have tak- 
en place in the price situation of the 
lead market. ; 

Joplin advices state that a large 


demand for ores at high prices has 
resulted in an increase in the output 
from 1,500 tons a week last fall to 
more than 2,000 tons weekly at pres- 
ent. 

There is no letup in demand at 
$60 basis. 

Joplin lead ore shipments the past 
week amounted to 2,078 tons as 
against 2,161 tons the week preced- 
ing while shipments since the first 
of the year total 17,374 tons as com- 
pared with 8,818 tons during the 
corresponding period last year. 

High-grade sulphide ore is quoted 
at $63.85 and the 8o per cent grades 
at $60. 


Zinc. 


The report of the United States 
Geological Survey published Mon- 
day, March 6, showed that America 
was used as a dumping ground for 
zinc sheets during the first half of 
1921, domestic producers losing 
about a fifth of their trade for the 
year on account of high prices here. 
This was corrected later. 

The report shows that 4,245 tons 
of sheet zinc were imported from 
April 1 to June 30, 1921. 

Reports from Joplin state that 
zinc ore buyers have been inactive 
during the past six weeks in an ef- 
fort to lower the price levels but 
sellers have held out for $25.co for 
the most part. 


Sheets. 


Reports from Pittsburgh show 
that orders of fair size continue to 
be placed for almost all kinds of 
sheets produced by the mills in that 
district. 

There are a large number of 
smaller orders, as well as several 
round tonnages. 

' A few orders were placed during 
the past week for electrical sheets, 
others for galvanized sheets for 
roofing and other building construc- 
tion purposes; for highly finished 
sheets, blue annealed for various 
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purposes, and automobile sheets 
and common black sheets for a va- 
riety of uses. 

As nearly as can be estimated 
from the information available, the 
demand for black and galvanized 
sheets as a whole has been running 
in the past three or four weeks at 
approximately one-third greater 
than demand in 1913 or the aver- 
age of the five years ending with 
1913. 

It chances that the average pro- 
duction in 1909 to 1913 inclusive 
was approximately the same as the 
production in 1913 alone. 

Demand now is about one-third 
greater, as stated, while population 
is about 10 per cent greater, so that 
there has been a noticeable increase 
in demand per capita. 


Tin Plate. 

The regular price on tin plate has 
been $4.75 since the middle of Sep- 
tember. 

This has been and is the off-cial 
price of the leading interest, conces- 
sions being given caly to the two 
largest can makers. 

The concessions made by the in- 
dependents in the past three months 
have probably averaged somewhat 
less, in percentage, than concessions 
they sometimes made from the offi- 
cial price before the war, but on ac- 
count of the basis price being high- 
er the concessions look somewhat 
larger. 

So far as known the minimum 
sale by any independent has been 
$4.50, representing a quantity con- 
cession of 5.3 per cent. 

Unlike the case of bars, shapes 
and plates, tin plate remains on the 
Pittsburgh basis or “Pittsburgh 
plus,” the delivered price anywhere 
being the Pittsburgh price plus reg- 
ular rail freight from Pittsburgh to 
point to delivery. 


Old Metals. 


Wholesale quotations in the Chi- 
cago district which should be con- 
sidered as nominal are as follows: 
Old steel axles, $13.50 to $14.00; 
cld iron axles, $18.50 to $19.00; 
steel springs, $13.75 to $14.25; No. 
| wrought iron, $12.50 to $13.00; 
No. 1 cast, $12.00 to $12.50 all per 
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net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pound: Light coppers, 7% cents; 
light brass, 4 cents; lead 3% cents: 
zjnc, 2 cents; and cast. aluminum, 
g'4 cents. 

Pig Iron. 

A composite price of pig iron 
stands today at $78.57 a ton as 
against $18.78 last week. 

The average price for basic and 
Bessemer iron for February as com- 
viled by W. 1’. Snyder Company on 
more, Was 


sales of £,000 tons or 
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$17.75 and $19.50 respectively as 
compared with $18.19 and $19.59 
for January. 

The re-figuring of a certain of- 
fice building the other day on which 
an estimate of $235,000 was sub- 
mitted in 1912 disclosed a figure of 
only $200,000, with no alteration of 
plans. 

This led to an_ investigation, 
which showed that certain types of 
buildings of structural steel could 
he erected today at a less cost than 


hefore the war. 


In Order to Stimulate Buying, Prices Are 
Being Reduced on Heavier Steel Products. 


Bars, Plates, and Shapes Are Selling at Figures Below the 
Average Prices Which Obtained Prior to the World War. 


ITH a view to 
sales, the steel mills are re- 


ducing prices on the heavier prod- 


quickening 


ucts, 

In such products as bars, shapes 
and plates, mills have been making 
a strenuous effort to obtain a back- 
log of orders and get their operat- 
ing rate up to where the overhead 
loss will be eliminated. 

They, therefore, have been cut- 
ting prices on the above products 
and whereas last week the range 
was from 1.40 to 1.50 cents a pound 
Pittsburgh, this week it is 1.30 to 
1.40 cents and the price that Lever- 
ing & Garrigues paid for the steel 
for the 8,000 tons for Macy’s store 
addition in New York is said to 
have been as low as cents 
Pittsburgh. 

These prices compare with the 1o- 


1.275 


year pre-war average of 1.40 cents 
for bars and 1.50 cents for plates 
and shapes, while the record low of 
recent years (1914) was a cent for 
each. 

The lighter steel products have 
shown a firming tendency and ad- 
vances in some items in the near fu- 
ture are anticipated in some quar- 
ters. 

As a whole, however, the price 
level is lower and a composite price 
products today 


of finished steel 


stands at 2.043 cents a pound as 


against 2.05 cents last week. 

The Jones & Laughlin Stee! Com- 
pany has announced an advance in 
steel shapes, plates and bars to 1.50 
cents a pound Pittsburgh, and an 
official of the company states that 
the new schedule is still quite low 
from the standpoint of cost of pro- 
duction, and that the prospect of a 
further advance is bright. 

As stated above, in an endeavor to 
obtain a good backlog of orders 
this company recently sold as low 
as 1.257 cents, this being the price 
at which it booked the 8,000 tons 
for the addition to Macy’s depart- 
ment store in New York. 

Evidently the recent move is an 
attempt to average the losses on 
the cheap steel, but as there are 
several other mills who are endeav- 
oring to increase their bookings and 
who are taking business at from 
1.30 and 1.40 cents Pittsburgh, this 
move can not be taken as indicative 
of a stiffening of the market. 

However, the fact that any mill 
is in a position today to warrant its 
withdrawing from the market is a 
very favorable indication and with 
a continuation of the recent increase 
in buying it is very likely that all 
mills selling the heavier products at 
the low, may move their price level 
upward sometime in the near fu- 
ture. 








36 


Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 





METALS 





riGg TRON, 

Chicago Foundry ...20 00 
Southern Fdy. No. 2, 21 66 to 22 16 
Lake Sup. Charcoal..26 00 to 30 50 
Malleable ..20 00 


FIRST QUALITY BRIGHT 
TIN PLATES. 


Per Box 
{c 14x20 112 sheets $ 9 65 
ix BO cccccccces 33 @ 
(xx ere 12 30 
Ixxx 14x20..... beccan S48 
os es a! =e coes Oe SS 
Ic BOSS. cccccseceas 19 30 
Ix 20x28...... sccee OS® 
IxxX 20z38...... os OS 
xxx BONE cccccccses BF OH 
THE 40 BONAR cc cccvcccce 36 10 

COKE PLATES. 

Cokes, 180 Ibs.... 20x28 $11 80 
Cokes, 200 ibs.... 20x28 12 00 
Cokes, 214 lbs....IC 20x28 12 35 
Cokes, 270 Ibs....IX 20x28 14 10 


BLUE ANNEALED SHEETS. 
énvewenoade per 100 lbs. $3 38 


ONE PASS COLD ROLLED 
BLACK. 


Me: BOOP. ccccds per 100 Ibs. $3 95 
ie ee per 100 lbs. 4 00 
TR. BGs ccccscess per 100 Ibs. 4 05 
ee . ere per 100 Ibs. 4 10 
WO. BB. ccvcccens per 100 Ibs. 4 15 
We. Bb acc cvccces per 100 Ibs. 4 25 
GALVANIZED. 
BO. Wecccccocce per 100 Ibs. $4 40 
No, 18-20....... per 100 lbs. 4 55 
No. 22-24...,...per 100 Ibs. 4 70 
WR BS.cces -+--per 100 Ibs. 4 85 
BO. BP. cccccaces per 100 Ibs. 5 00 
Tk, Wtinekesdens per 100 Ibs. 5 15 
We. BO. ccscesece per 100 Ibs. 5 65 
BAR SOLDER. 
Warranted. 
GO-GO wc ccccccs per 100 lbs. $20 50 
Commercial, 
4E-BE cccccces per 10@ lbs. 19 00 
Plumbers ...... per 100 lbs. 17 75 
ZINC. 
Bek GEARS ccc cestscecscovseees § 12 
SHEET ZINC. 

Cask lete, steel. ccccccccccs 9c 
Less than cask lots........ 9%c 
COPPER. 

Copper Sheet, mill base....$0 20 
LEAD. 

American Pig ...ccccccccces $4 85 
BE ee actedeesevedeoevesces 5 60 

Sheet. 
Full coils...... per 100 lbs. 7 25 
Cut coils......per 100 lbs. 7 50 
TIN. 
SE SE nceadw eae bh ewe ec eakes 32 
BP TE ct kdeccdecnsvegeesieos 34 


HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR HEATER 
FITTINGS AND AC- 





CESSORIES. 
ADZES. 
Coopers’. 
PMOONO ccccceecccoceocecces Net 
WED 6 ictnss covcccsecceses Net 
neg —” 
Shells, Loaded, 


Loaded with Bleck S Powder 18% 
Loaded with Smokeless 


Powder ...... eeocee --18% 
Winchester. 
a Repeater 
PEER 0 & 4% 
Smokeless Leader 
caw ate eee ee 20 & 4% 
Black "Powder (i hetwne 20 & 4% 
U. M. C. 
Nitro Club ..ccccccces 20 & 4% 
ASTOW  coccccce cevcess 20 & 4% 
Mew Club .cccoscccses 20 & 4% 


Gun Wads—per 1000. 
Winchester 7- 8 gauge 10&7%% 
9-10 gauge 10&7%% 
” 11-28 gauge 10&7%% 


ASBESTOS. 


Paper up to 1/16...... 10c per Ib. 
Millboard 3/32 to %..10%c per Ib. 
a Paper (250 


R.prccecces - sete Ayn ty 
Roliboard 00040050 -llc per Ib. 
AUGERS. 

Boring Machine 40 @ sae? 
Carpenter’s Nut ..........+.. 
Hollow. 

Bonney’s.......-per doz. $30 00 
Post Hele 


Iwan’s Post Hole and Well 
ittesanesséssessncsue ae SD 


Vaughan’s, 4 to 9 i 
without handles oer doz. $14 00 


AWLS. 


Brad. 
No. 3 Handled... per. doz. $0 6d 
No. 1050 Handled 1 40 
Patent asst’d,lto4 “ 85 
Harness. 
Common ....see- per doz. $1 05 
WOE cccccscces ” 1 00 
Peg. 
Shouldered ..... -” 1 60 
Patented ....... acs 75 
Scratch. 
No. IS, socket 
Handled ....... per doz. $2 50 
No. 344 Goodell- 

Pratt, list less........ 35-40% 
No. 7 Stanley.. -per doz. $2 25 
AXES. 

First Quality, Single 
Bitted (unhandled), 3 to 
in Sr nd se acene &6-< $11 00 


Good Quality, Single 
Bitted, same weight, per 
Gs adenenkbedetncexene« 10 00 
BALANCES, SPRING. 


Universal. 


Sight - eer eeese List less 25% 
PS = wececcons List less 25% 
mane. WRECKING, 
V. & B. No. 12 keehans «+80 45 
We OS Be Sk Bbc cocceseeness 0 75 
Vo & Be WO. Bbc cccccccvecce 0 80 
We OE ae Ss Bic ccccescocece 0 85 
We Ge ee BO Bn dese eceesss 0 ¥0 


BEVELS, TEE. 
Otenhey"e Rosewood handle, new 


ceeeeosscescncee cooe ote 
Stanley fron handle......... Nets 
BINDING CLOTH. 
BERS ccccccsccesess en re 55% 
DE srsnebareerenceseedede 49% 
ae 60% 
BITS 
Auger. 
Jennings Pattern........... Net 
Be GP wv ccewecesenesar 25% off 
OREO GB. ccccccccese 25% off 
nn. onanesegescesoseneus Bho, 
Russell Jennings....... less 10% 
Clark's Expansive........ BB i ate 
Rn. cbeeecsepesusasesase 10% 


Countersink. 
American Snailhead ee 1 76 
- Rose ... 2 00 
7” , ae ” 1 40 
Dowel. 
Russel Jennings ...... plus 20% 
Gimlet. 


Standard Double Cut Gross $8 40 
Nail Metal Single 


eer Gross $4 00—$5 00 

Reamer. 

Standard Square.. ep $3 +4 
American Octagon. . 

Screw Driver. 

No. 1 Common....... Each 18c 
No. 26 Stanley........ Each 70c 
BLADES, SAW. 

Wood. 

Atkins 30-in. 
GB, ccccce 6 40 26 
$8 90 $9 45 $5 40 
—'—. 30-in. 
seated 6 66 26 
$9 45 $1005 $9 45 
BLOCKS. 

WeeGeR § ccccvcesece 0neeeens 20% 
a eatensstues 20% 
BOARDS. 

Stove. Per doz 
26x26, wood mye. ery $14 45 

28x28, eocece Se BS 
30x30, ° ” - 19 00 


26x26, paper lined. . eoccee 38 BS 
28x28, ms em « 
30x30, ” 7 esesees Ow 
Wash. 
No. 760, Banner Globe 
(single) ..... --per doz. $5 25 
No. 652, Banner Globe 
(single) .......per doz. 6 75 
No. 801, Brass King, per doz. 8 25 
No. 860, Single—Plain 
PUMP ccccccccecs eeeece 6 25 


BOLTS. 
Carriage, Machine, etc. 


Carriage, cut thread, %x6 
and sizes smaller and 
SE o.ce cecnweeion 60 & 10% 
Carriage sizes, larger and 
longer than %x6........ 60% 
Machine, %x4 and sizes small- 
er and shorter...... “er 10% 
Machine, sizes aege nd 
longer than %x4....60 & 10% 
BROVO cccccccccccsccceccess % 
Mortise, Door. 
Bem, WOR ceccccecses seeves 5% 
Gem, bronze plated......... 5% 
Barrel. 
EMS. obccececccces eedeeosus Net 
WOU ccccceccece eccoces 
Wrought, bronzed ....... oo 
Flush. 
Co ee ccescces Net 
Spring. 
WOUGEEES cécecccccccescs no 
Wrought, heavy ..........- “i 
Square. 
WOO cc ccnecececs essa 
Senne. 
Mall. No 


4 10 
Per doz.. "$18" 09 $23 00 $29 00 
Cast Iron. 


> rere. $9 50 
Mitre. 
Tg SUE ee Net Prices 


Stearns, No. 2..per doz. $48 00 
BRACES, Bascume. 







Goodell- Pratt No. 408. -$4 60 
No. 410. -. 4 80 

~ id No. 412. -- 5 00 

Vv. & B. No. 444 8 in.. - 4 65 
V. & B. No, 333 8 in - 4 30 
V. & B. No. 222 8 in - 4 00 
¥. & BD. Me. 2131 8 Mn cccccce 3 50 
V. @& Me Be 82 EG hreccesces 3 05 


BURRS, RIVETING. 


Copper Burrs only. .50% above list 
Tinners’ Iron Burrs only...... Net 
BUTTS. 

Steel, antique copper or dull 
brass finish — case lots — 
32%x3%. -per dozen pairs * 75 
se ato 80 
Heavy Bevel steel 
sets, case lots— 
-per dozen sets 
Steel “bit “keyed front door 
BOOM, GRE 06 ccccccecesces 1 80 
Wrought brass bit keyed 
front door sets, each.... 3 25 
Cylinder front door sets, 
GEG ccccccece coccce cece 


inside 
7 60 


CALIPERS. 
DONO os ccecccceseececccccen 
Inside and Outside boeee6e enuu = 
WERE cccccccetessesece avcese -™ 
CARRIERS. 
Hay. 

Diamond, Regular...each, nets 
Diamond, Sling ...... “ ~ 
CASTERS. 

Standard—Ball Bearing, 
iaseeeeeh ers eaieces 50 & 10% 
SE. pntcnasaawaadaneeeneciccd 40% 


Common Plate. 


Brass Wheel 
Iron and porcelain wheels, 


ON Tn 66.5 4546-060600006 
Speers Plate, new 
ceeebGkhGeéeneeseeins 50% 
Martin’  c0teebersdeedeeee 40% 


CATCHERS, GRASS. 






No. 1608. per doz. ws as 
No. 1658S. patie eebes 
CEMENT, FURNACE, 
American Seal, 5 Ib. cans, net $0 45 
10 Ib. cans, 90 
ras “ 25 1b. cans, “ 1 87 
Asbestos, 5 lb. cans - 45 
Pecora, 5 lb. cans 23 45 
= 10 lb. cans..... “ 90 
” 25 lb. cans....- “1 87 
CHAINS. 
Breast Chains. 
With Slide ....doz. pairs, $5 50 
Without Slide. ° 5 06 
Doubleslack .. mid 9 35 
With Covert Snaps ™ 6 38 


Picture Chains. 
Light brass, 3 ft..per doz. 1 25 


Heavy brass, 3 ft. 1 75 
Sash Chain. (Morton’s) 
Steel, per 100 ft. 

D cenecutevetedscteeeanens $2 50 

D etswennrenseewenneees sen 3 10 

1 ee er ee 3 60 
Champion Metal. 

GE  ccccecsetesesenvnenees 5 40 

2R eocceeccersceres -» 5 60 

Se. «eee Phe thenee beeeeee 5 
Champion Metal.—Extra Heavy. 

SEE bawes ennnne6esensensea $9 50 
Cable Sash Chains. 

eee List Net Plus 15% 

CHALK, CARPENTERS’. 
Pe canes eke ae s 4 
TOE cccccces eoee 
_. er eenesmere » i 4 
Common White School 

CHAFEE sccccecce aa 0 30 

CHIMNEY TOPS. 
Be DAs os cccccsacd per bag $1 80 
CHECKS, DOOR. 

COMER cccccsccscccecceqcde GR 
TOUTE on. 6.000 400000e06<0 Net list 
CHISELS. 

Cold. 


Good quality, % in., each $0 44 
“ i % in., 0 28 


Diamond Point. 


V. & B. No. 15, % im....... 0 23 
V. & B. No. 15, % In....... 0 48 
Firmer Bevelled 

Round Nose, 

V. & B. No. 65, % inm........ 0 33 
Vv. & B. No. 65, % Iin........ 0 44 
Socket Firmer. 

Cape. 

Vv. & B. No. 50, % in..... 0 29 
V. & B. No. 60. % in..... 0 64 
CHUCKS, DRILL. 

Goodell’s, for Goodell’s Screw 
Drivers........ List less 35-40% 
Yankee, for Yankee Screw 
DrivGTS ccccccevccesecccce 6 00 
CHURNS. 
Anti-Bent Wood, 
Gel, ccvccceoce 5 10 
oS eer $3 00 4 "60 4 85 
Belle, Barrell.. .65 & 7%% 
Common Dash, 
i. «Aca@eesandwur 7 
Per d0S.....0+. Pr | 00 19 00 
CLAMPS. 
Adjustable. 
BERESIEE ncevcecececctvsdes 30% 
ea ee .. +20% 
Cabinet. 
EE davedeetutscainenedees 20% 





